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oi Its 240th Ye ar 


I to 
tate A,W. Van Winkle & Co. Has Been 
ome Handed Down Through 

sil Eight Generations 

{cif HAS HAD ROMANTIC CAREER 
th 
ite Represents 13 Fire and 3 Casualty 
ee Companies; 5 Van Winkles 
i in Present Firm 


Sl A.W. Van Winkle & Co. of Ruther- 


edule ford, N. J., representing ten fire insur- 
‘sin ance companies and three casualty com- 
= panies, is quietly celebrating its 240th 
f thi amiversary this year. It has been 
rancefagm handed down in direct line through eight 
yrovlf/™ generations of the Van Winkle family 
le OM since the time when the Knickerbocker 
— days in New York state were in their 
full glory. It has weathered the storm 
of half a dozen wars and has seen the 
United States develop from a baby to the 
flourishing nation that it is today. 
A.W. Van Winkle & Co. is more than 
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a ys: twice as old as the Newark Fire, the 
ny is cldest fire irfsurance company that it rep- 
bonds MM tesents. 


ghwill With such a distinguished record of 


of any service one might think that the present 
‘ion t™™ Sceration of Van Winkles would be a 
; chap MM little disdainful of other firms in the 
of ce town much younger than their own. Not 
‘a sg? bit of it. They’re not resting on past 
laurels but realize that their progress 
and position will be maintained only by 
YWINGEE ‘te friendliest sort of co-operation with 
s beet their neighbor competitors. 
a A Bit of 17th Century Romance 
a satis The history of A. H. Van Winkle & 
26, Its treads like a business romance. The 
a gailf™ "tm was founded in March, 1687, when 
sms és Valing Jacobse Van Winkle became in- 
ago tim tested, with fourteen other Hollanders, 
nthe purchase of a large tract of land 
emiumifmg" the Passaic section of New Jersey. 
nd nov It had originally belonged to the In- 
he com@™“ans who were induced to give up their 
srve fof twnership of it for the following valua- 
surplus" considerations: 170 fathoms of black 
015, “ME ¥ampum, 200 fathoms of white wampum, 
vital th’ watch coats, 17 guns, 60 double hands 
yholdesg§ Powder, 10 pair breeches, 60 knives, 
bars of lead, 1 anker of brandy, 3 
alf vats of beer, 11 blankets, 30 axes 
TORS id 20 hoes. Van Winkle engaged in 





tal estate on an extensive scale, ac- 










ctropot (ured large holdings in farm property 
id co ad served besides as a judge or schapen 
Bank" a county court for the handsome sal- 





ame city 
e 0 


of $100 a year. 


Jacob Walingse Van Winkle, his son, 
presented the second generation in the 
ork of developing and building up the 
* estate business his father had 
lated. He lived in East Rutherford, 
te the foundation of his home, built 
07, still stands as an interesting 
of the town’s early history. This 
® Winkle kept slaves which were 


(Continued on Page 30) 
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Assurance Company, Ltd. 
of London 
100 William Street, New York 
A corporation which has stood the test 


of time! 145 years of successful business 
World-wide interests. Abso- 


operation. 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 




















SIXTY YEARS OF SERVICE 


to agents and policyholders has builded a record of outstanding achieve- 
ments in which every member of the great Equitable Life of Iowa Agency 
Family takes unusual pride. 


At the Sixtieth Anniversary, insurance in force totals $475,000,000 
and 63.7% of all the insurance written in these sixty years is still in force. 
During the past ten years more money has been paid in dividends to pol- 
icyholders than in death losses. The paid-for production was 26.9% more 
in 1926 than in 1925. 


Agents of the Equitable Life of Iowa are loyal, satisfied, happy 
agents, proud of the company they represent and anxious to carry out 
the company’s program of enduring service. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


Founded: 1867 Home Office: Des Moines 























‘A New Day Beckons to a Newer Shore” 


This year the wondrous year shall surely be 
To such as have the gift to hear, to see! 


All recent years have been wondrous years, but, unless all signs fail, 1927 
is to be the most wonderful year that life insurance has ever known.' 


The PENN MuTUAL had in 1926 its most successful year in every respect, 
but every branch of the Company’s organization is hard at work on a still 
larger program and a farther goal for 1927. Policy equipment. net cost, agency 
helps, personal relationships between Home Office and Field, important 
agency appointments,—all of these, together with general business pros- 
perity, justify our ambition and our faith. 


We have room for men and women who have ideals, ambition,— 
industry! 
The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 

















Now $408,000,000 


Company Paid for Close to 
$500,000,000 Last Year; 
$2,500,000,000 in Force 


WILL ENLARGE HOME OFFICE 
President Crocker Lays Emphasis 


On Tremendous Popularity of 
Group Insurance 





Boston, February 14—It was the rec- 
ord of another marvelous year which 
President Crocker of the John Hancock 
Mutual Life read to the policyholders of 
the company at the sixty-fourth annual 
meeting in the company’s building here 
today. Some of the most prominent citi- 
zens of Boston were in the audience. 

The occasion was unique. It was in- 
teresting to note the manner in which 
those in the audience applauded the giant 
totals. The company wound up the year 
with $408,000,000 of assets, a gain over 
1925 of more than $39,000,000. The new 
insurance paid for during 1926 was: ordi- 
nary, $238,000,000; weekly premium, 
$207,000,000; and group, $51,000,000. The 
total gain of insurance in force was 


12%4%, and the total outstanding insur- 
ance is $2,500,000,000. 


Present Facilities Inadequate 


The John Hancock’s growth has been 
so marked that plans for the enlarge- 
ment of the new building are under way, 
the present home office facilities having 
proved inadequate. 

The health service to policyholders, 
which includes periodic medical examin- 
ation and also emergency nursing attend- 
ance, is being extended to its policy- 
holders as fast as is possible. There is 
no doubt as to the value of this service, 
said Mr. Crocker, and of its popularity. 

Another interesting feature during the 
vear was the great increase in the writ- 
ings of group insurance. In discussing 
group insurance, Mr. Crocker said in his 
report: 

“Group insurance has apparently cap- 
tured the imagination of not only the 
captains of commerce and industry, but 
of the people who are directly served. 
Unless the employe had become im- 
pressed with its value, the plan could 
have been expected to gain but scant 
consideration, especially when involving 
the use of the contributory principle. The 
transient character of the insurance, the 
comparative mechanical ease with which 
it can be cared for and the cooperative 
participation of the employer give it a 
Icw cost which is naturally emphatic as a 
source of appeal. 

Tremendous Growth of Group 

“But, here, as in all material matters, 
there is nothing more given than is paid 
for. A one-year term insurance it is, and 
nothing more. It is not to be compared 


in true protective value with the indi- 
vidual policy’ which the insured may hold 
at his pleasure during the whole of life. 
The very general favor thus far accord- 


(Continued on page 5) 
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BROADCAST NO. 46 











IMPORTANT ANNOUNCEMENT 


1—The A®tna wishes to point out to its agents and 
brokers that the Company is prepared to accept 
applications for insurance on the lives of chil- 
dren from 10 years of age upward. 


2 We suggest that in every case where you solicit in- 
surance from a parent, you endeavor also to 
insure his children under this Attna plan. 


3—Full details of the Htna plan of writing children will 
be cheerfully furnished by our Service De- 
partment. 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT IN THE AZTNA” 
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Giving History Facts 
To School Children 


POPULARITY OF STATESMEN 





Henry H. Putnam Tells of Tens of 
Thousands of Requests for John 
Hancock Literature 





Henry H. Putnam, manager of the 
publication division of the John Han- 
cock, in talking to the general agents 
meeting of the company on Monday told 
a story illustrating the tremendous in- 
terest there is among school children of 
America in the personalities of Abraham 
Lincoln and George Washington. 

The company decided to offer to 
school children pieces of literature which 
it had printed relative to both these 
statesmen and the result was amazing. 

At the start letters came in by dozens 
for these documents, then by the hun- 
dreds, the thousands and the tens of 
thousands. It looked for a time as if 
every school child in America wanted ad- 
ditional facts about Abraham Lincoln 
and George Washington. This is part 
of the advertising campaign of the com- 
pany in attempting to reach the school 
children of America. As each piece of 
literature had imprinted on it the John 
Hancock signature, it is pretty safe to 
assume that there are few children in the 
schools at the present time who have 
not some familiarity with the John Han- 
cock name. 

Mr. Putnam also discussed the use of 
the radio by the John Hancock, the com- 
pany having made three different broad- 
casts. Two of them had to do with a 
warning relative to carbon gas poison- 
ing and the third with the thrift talk 
dvring 1926 thrift week. 

The Radio 

Mr. Putnam said that if the John Han- 
cock broadcasted in the future it would 
be when suitable occasions present 
themselves and would not be a habitual 
broadcast. Neither would the company 
broadcast in any way similar to that of 
other companies. 

He told about the purchase by the 
ccmpany of an old secretary from the 
estate of Albert L. Murdock, the first 
president of the company and which is 
of particular historic interest to the John 
Hancock, inasmuch as the original char- 
ter was signed on the desk. The desk 
is located in the publicity department 
in the home office building. 





NEW SALES MAGAZINE 





Will Be Issued by John Hancock Mutual 
Life For Its Field Force; Two 
New Selling Books 
Tressler W. Callahan, head of the edu- 


cational department of the John Han-. 


cock, announced at the general agents’ 
mecting in Boston this week that the 
John Hancock will start publication of a 
new sales magazine. The general agents 
and superintendents will name it. He 
also announced that the company has 
made arrangements for the use by the 
field force of two new books which have 
been written and will be published by 
the Prentice-Hall Co. and will be part 
ot the company’s selling course. One, 
describing insurance from the agent’s 
Viewpoint, is just off the press. The 
other is aimed to tell the buyer all about 
insurance, 

The new magazine will devote part of 
cach issue to accounts of interesting 
cases. Some space will be devoted to 
questions and answers. It will be a 
monthly publication. 

Mr. Callahan, who is a Ph.D., was 
ferme rly an agent and a general agent 
i the Mid-West. He is one of the most 


effective “pep” talkers in the insurance 
business, 





_. FOUR LIVE SUBJECTS 
Selection, training, organization and 
Conservation were the problems discussed 
by Robert K, Eaton, vice-president of 
ohn Hancock, in his talk to representa- 
lives of that company this week. He 
treated these subjects with his custom- 


force and clarity. 








BUSINESS PRESSURE 
AND © 


THE TRANQUIL MIND | 


The cares incident to executive direction of 
a modern institution are many and trying 
enough without the additional burden of worry 
over personal affairs. 


None other than the profound Cicero 
sounded a warning centuries ago, when he 
observed: 


“In a disturbed mind health can not exist.” 


By the wise selection of life insurance pro- 
tection the business executive may elimi- 
nate at least one mental hazard—that 
dealing with the future of his wife and 
dependent children in the event of his 
sudden loss to them. 


The Prudential, with Ordinary Agencies in 
all the larger centers of population, is pre- 
pared to give excellent service to all brok- 
ers and special agents who seek policies 
carrying a distinct appeal to such business 
executives. 


The Prudential 


Insurance Company of America 


< 

THe “SSS 
PRUDENTIAL wee 

MAS _ 


Home Office: Newark, New Jersey 





Epwarp D. Durrietp, President 








John Hancock To Write 
Some Aviation Risks 


EXTRA PREMIUM CHARGE OF $10 





Announcement Also Made of .More 
Liberal Schedule for Younger Lives; 
New Disability Clause 





Fred E. Nason, vice-president of the 
Jchn Hancock, announced to the com- 
pany’s general agents and superintend- 
ents in session in Boston this week that 
the company will accept certain persons 
who fly; proposed changes in the com- 
pany’s disability - benefits; and larger 
lines on younger lives, written under 
scund indemnity conditions. 

In reference to the insurance of per- 
sons using aviation, Mr. Nason said: 

“Up to this time the company has not 
accepted persons whose applications 
show that they are habitually accus- 
tcmed to use aeroplanes as a means of 
transportation for business or pleasure 
purposes. An extended investigation of 
the hazards of aviation has been under- 
taken by several of the companies, but 
that investigation so far as it has been 
completed has not enabled us to estab- 
lish a dependable determining extra mor- 
tality cost. The number of persons en- 
gaged in air pursuits is rapidly increas- 
ing, however, and they desire insurance 
protection. We have determined, there- 
fore, to accept some of these cases at 
least on an extra premium basis. 

$10 Extra Premium 

“On the basis of a $10 extra premium 
charge we will accept persons connected 
with the aircraft industry, except test- 
ers and their helpers, persons who fre- 
quently travel in the aeroplane for busi- 
ness purposes, college men who spend a 
certain number of hours in the air as 
part of their technical or allied military 
training, and members of the Reserve 
Officers’ Training Corps and Regular 
Army. and Navy aviators. 

“It is doubtful if this premium is suffi- 
cient to cover the hazards of operators 
engaged in the passenger traffic or in the 
air mail lines, who are obliged to fly un- 
der any and all conditions of weather. 
We have, therefore, placed the extra 
premium charge on such persons at 
$12.50 per $1,000 of insurance. 

“No disability or Double Indemnity 
benefits will be granted on cases taken 
at an extra premium. The amount of 
such insurance that will be taken will 
be necessarily limited, and a_ general 
limit of $10,000 will be set for the time 
being.” 

Disability Benefits 

In discussing disability benefits Mr. 
Nason said in part: 

“Our regular disability clause provides 
for disability benefits up to age 60, al- 
though we do issue at a higher premium 
rate, policies carrying disability benefits 
te age sixty-five. It is proposed to make 
one uniform clause carrying disability 
benefits to age sixty-five.” This clause, 
effective May 1, is to provide: 

1—Upon receipt of due proof of total and 

permanent disability, premiums will be 
waived and disability instalments equal 
to 1% of policy amount will be paid for 
each completed month from the com- 
mencement of disability and during its 
continuance, 

2—If proof of permanency is not conclus- 

ive, but proof is presented that total dis- 
ability has existed for at least ninety 
days, premiums will be waived and dis- 
ability instalments will be paid for each 
completed month from the commence- 
ment of the disability during its con- 
tinuance. 

New premium rates are shown in the 
following tabie: 


Age at Disability—Age 65 
Issue New 1927 Clause 
LIFE 

£5... sucanil a $2.35 

y > ae Se ed Ss 2.87 

SO) ccdvlens Galdtniekes 3.68 

BS pnckersgndencdasn 5.25 

Te wakoupducetdenid ome 8.98 

20 PAYMENT PLAN 

UE San ie Pe $3.47 

Cn Pate sc cedatnewwmens 3.82 

a ee et ee 4.22 

OS "te .<ieenwthen esac 4.95 

SB Ss indintaekcevas tebe 8.91 

20 YEAR ENDOWMENT 
4S: cece d sande kwuneen $1.75 
Be esac weaseereewet 2.10 
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clause will provide for instalment pay- 
ments during the life of the insured 
while totally disabled, even though the 
life extends beyond the date of the ma- 
turity of the policy as an Endowment. 
We will continue our present custom of 
dating disability payments back to the 
date of commencement of disability, and 
beginning instalment payments at the 
end of the first completed month of dis- 
ability.” 
Younger Lives 

The John Hancock has occasionally 
approved the issue of policies on the 
lives of applicants between ages ten and 
fourteen in the Ordinary branch, under 
definite restrictions and in especially de- 
sirable cases. In announcing some 
changes Mr. Nason said that insurable 
interest must always be kept in mind by 
agents and managers. It believes that 
it is an excellent thing for a boy to 
have an insurance program started early 
in life at a young age that will give him 
perhaps Endowment insurance which will 
mature at a time when he is ready to 
start out into the world, or that will en- 
able him to assume ‘on his own account 
a continuation of premium payments on 
a substantial amount of insurance pur- 
chased at a low rate, when he has 
reached the age in life that will permit 
the assumption of such obligations. With 
the John Hancock the business must be 
carefully selected and conditions indicate 
that no element of speculation enters in- 
to the writing of such cases. If the in- 
surance is taken out by the parent or 
guardian wholly with the intention of 
providing an Endowment fund for spe- 
cific purposes or providing for the inau- 
guration of an insurance program which 
will be of value to the insured at a later 
period in life, such cases can probably 
be safely accepted. 

In his statement to the convention Mr. 
Nason said that the maximum amounts 
permitted will be as follows: 

Ages 10 and 11. <.<....65.08 $10,000 
Ages 12, 13 and 14........ 

The minimum amount that will be is- 
sued at these ages will be $3,000. Com- 
plete medical examination will be re- 
qufred on every case. No term or modi- 
fied life policies will be written at the 
above ages. 





SOME VALENTINE! 





Walton L. Crocker Gets Surprise From 
John Hancock Field Force; 
$37,000,000 in One Week 
No one in the United States got any 
finer valentine than that handed to 
President Crocker of the John Hancock 
by Vice-President Brock at the annual 
dinner of the company at the Copley- 
Plaza in Boston on Monday of this 
week. The vice-president interrupted the 
menu to hand to. the president a big red 
box cut in the shape of a heart. Upon 
opening it he found that it contained 
$37,000,000 of new written business, all 
produced in one week. It was more 
business than the field force had written 

during the month of January. 

Mr. Crocker acknowledged the gift in 
a felicitous little talk. Among those who 
applauded him were some of the direc- 
tors of the company who were seated at 
the head table. 

The banquetters were entertained by 
a revue which consisted of talent entire- 
ly recruited from the home office family. 
There was a plentiful supply of good 
comedians, dancers and singers. One of 
the sketches illustrated the sale of group 
insurance and the effect it had on the 
personnel of a corporation buying the 
insurance. 





WARNING FROM DR. ALLEN 





Important for Americans of Middle Age 
To Lead Lives to Guard 
Against Diabetes 
American men of middle age would 








W. L. Crocker-isms 








At one session of the John Hancock 
annual convention each year President 
Crocker makes observations on current 
(sometimes insurance) events, which are 
always of more than ordinary interest. 
This week was no exception. 

In discussing the tendency of major 
interests going to the Government for 
money or subsidy he said that in the 
event of success there in this direction 
he would not be surprised “if some of 
our minor industries here in the East 
would ask for their share of the pie.” 

In discussing insurance supervision he 
said that the fiat of the commissioner 
which in the old days was not much of a 
fact had now blossomed into very wide 


branches “dealing with all of our opera- - 
g 


tions as well as the interests of the gen- 
eral public.” Mr. Crocker continued: 
“Some critics say that life insurance 
companies, which already have $12,000,- 
000,000 or $13,000,000,000, will be in a po- 
sition where they will command all the 
money in the world. That time: is far 
away as the $12,000,000,000 is less than 
4% of the national wealth. A real prob- 
lem is to know how best to finance the 
money the companies have to take up 
for their reserve requirements. In some 
quarters money is going begging now. 


“The best way to restrict the differ- 
ence between thrift and prodigality is to 
save, put the new money to use, and then 
save again. 

“There is very little danger of’ trust 
companies and banks colliding with in- 
surance companies. Each is slipping into 
its own groove. If life insurance lets 
banking operations alone as it ought to; 
and if banking lets life insurance alone 
as it sometimes does not (as in Massa- 
chusetts), then all will be happy. These 
two institutions can stand side by side. 

“Ninety per cent. of the John Han- 
ccck’s business comes from professional 
insurance agents. We are in favor of 
having someone else have to do with the 
expansion of the part-time agent. 

“Our experience with non-medical has 
been too brief to draw conclusions from 
it, In 1926, 25% of the Ordinary busi- 
ncss was without full medical examina- 
tion. There were 51,000 policies written 
with medical examination on which in 
ten months there were 70 claims. In 
Non- Medical 54,000 policies were written 
and there were 58 claims. 

“The Instalment business of the coun- 
try is primarily a perfectly irresistible 
thing tuned up with human nature. If 
things are put within our reach we are 
more or less determined to have them.” 











GANSE AND MADDEN CHANGE 





Affiliate With Paul F. Clark Agency of 
John Hancock in Boston; Estate 
Protection Service 
The Ganse Estate Protection Service 
of Boston, of which Franklin W. Ganse 
is president and Edward A. Madden is 
manager, has removed from the Chamber 
of Commerce building to 1 Federal 
Street, Room 536. Its offices adjoin 
these of the Paul F. Clark Agency of 
the John Hancock Mutual Life Insurance 
Company, which has used its service in 
special cases for some time past, and 
with which the Ganse Estate Protection 

Service will be specially affiliated. 

With the large number of young and 
developing agents of this largest agency 
in New England, Mr. Ganse will have a 
splendid opportunity to work out the 
technique of his special plans for extend- 
ing the ordinary service of the life un- 
derwriter, so that, with the co-operation 
of the lawyer, the trust officer and the 
investment banker, all possible estate 
shrinkages may be prevented. 

Mr. Clark and Mr. Ganse are warm 
personal friends, having been closely as- 
sociated in. organized work, particularly 
in the National Association of Life Un- 
derwriters, of which Mr. Clark is vice- 
president and Mr. Ganse a trustee and 
a member of several important commit- 
tees ; being chairman of the committee 
which is working for the enlargement of 
the professional standing of life under- 
writers. 

_Mr. Ganse has been appointed a spe- 
cial agent of the John Hancock, but will 
also maintain a_ producing agent’s con- 
tract with the Columbian National. 








change their diets and take better care 
of themselves if they knew how near 
they were to diaibetes, Edwin H. Allen, 
medical director of the John Hancock, 
told the field managers of that company 
at their convention this week in Boston. 
He said that that company’s policyhold- 
ers’ service bureau had found that of 
those policyholders with whom it had got 
into contact, “One in every hundred are 
diabetic.” 

Dr. Allen referred to the service bu- 
reau’s correspondence with policyhold- 
ers as largely “a red flag warning” 
against diseases which can often be pre- 
vented. 


“OLD IRONSIDES” 





John Hancock Field Chiefs Hear Naval 
Officer Tell of Capture of 
Tripoli Pirates 
An interesting interpolation in the 
John Hancock convention this week was 
a talk by a naval: lieutenant who de- 
scribed the exploits of the frigate “Con- 
stitution,” known as “Old _ Ironsides,” 
which is now in the Boston Navy Yard, 
and which is to be restored. School 
children have raised a fund of $272,000 
and several hundred thousands more are 
needed to save the ship from disintegra- 

tion. 

Stories of the fights in which “The 
Constitution” figured while bombarding 
the pirates of Tripoli in their own har- 
bors, and other exciting incidents in the 
life of this historic flagship held the John 
Hancock audience spellbound. 


TELL HOW THEY DO IT 








John Hancock General Agents Discuss 
Their Problems and Way of 
Meeting Them 


Some of the leading general agents of 
the John Hancock discussed managerial 
problems at the convention of this com- 
pany in Boston this week. 

In his talk Harry Gardiner of New 
York said that one of the regrettable 
mistakes made by some managers was 
not to match promise with performance. 
He declared that the manager should be 
slow to promise but once having given 
his word he should make good. Other- 
wise the morale of his agency will be 
shattered. 





$1,000,000 POLICY 





Taken Out by Long Island Builder and 
Sold by John Hancock Superin- 
tendent, Maurice Stolzman 


Maurice Stolzman, deputy commission- 
er of public works, Queens, Long Island, 
has written a policy for $1,000,000 on the 
life of Julius Reiter, president of the 
Phoenix Factors Corporation, a building 
concern. He is 47 years old, and the 
contract is a whole life. 

Mr. Stolzman, who is a weekly pre- 
mium superintendent of the John Han- 
cock, started life as a messenger boy; 
then became a newsboy and later en- 
tered the navy. He has been with the 
John Hancock some years. 


CANADA LIFE 


Oe 


Brokers and others having surplus 
business to place are reminded that 
Canada’s First Life Insurance Com- 
pany is now licensed to do business 
in New York State. A personal 
call will be appreciated. 


HERBERT W. JONES 


Manager, New York City 
110 WILLIAM ST. 
Beekman 5058 

















SALES CONGRESS MARCH 10 





J. A. Fulton, Home Life; Geo. A. Good. 
ridge, Penn Mutual, and Ralph 
Sanborn Speakers 
President W. R. Collins will preside 
at the opening session of the sales con- 
gress of the Life Underwriters’ Associa. 
tion of New York which will be held at 
the Hotel Astor, Thursday, March 10, 
More than 1,800 members and_ guests 
of the association are expected to at- 

tend. 

James A. Fulton, recently appointed 
superintendent of agencies of the Home 
Life of New York, and a former vice- 
president of the Continental Life, Wil 
mington, Del., will speak on “The Life 
Insurance Agent of To-morrow.” An- 
other speaker will be George A. Goot- 
ridge, of the Penn Mutual Life whose 
subject is to be “Is Genius a Substitute 
for Industry?” Ralph Sanborn, of the 
State Mutual, will discuss business in- 
surance. 

J. Elliott Hall, general agent of the 
Penn Mutual, will preside at the after- 
noon session, and the opening address 
will be made by Dr. Griffin M. Love- 
lace, vice-president of the New York 
Life. Dr. Lovelace will have charge of 
the “Open Forum” which is to be a fea- 
ture at this year’s congress. Several 
specialists will be on hand prepared to 
answer any questions of the members 
The leaders in the forum will be the fol- 
lowing: Vincent B. Coffin, J. Elton 
Bragg, Dr. Lovelace, Ralph Sanbom, 
Leon Gilbert Simon, Ralph Englesman 
and J. Elliott Hall. The annual banquel 
of the association will take place at the 
Astor on the evening of the sales cot- 

. gress. 





LARGER JOHN HANCOCK BLDG. 





Company Has Already Outgrown Its 

New Building; To Have Assembly 

Hall Addition, Also 

So sweeping and tremendous is the 
growth of life insurance in this country 
that soon after a company puts up 4 
building it seems that production am 
other activities grow by such leaps all 
bounds that the executives find they 
were too modest in their estimates 
accommodation needs and there is need 
for more space. Fortunately, the Joht 
Hancock is so situated that there wil 
be no difficulty in expanding architec: 
turally as well as in every other way: 
It is announced that the new building 
in Boston is to be heightened until t 
will be an eight story structure. Plat 
a also been made for a new assembly 
all. 





RETURN FROM WEST 
President Clifton Maloney and \gen! 
Secretary Robert E. Long, have just t© 
turned from a visit to the Ohio depart 


ments of the company. Two days we 


spent in Cleveland, where a meeting ° 
the agents under the management of Mt 
E. J. Strickland, supervisor, was 
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Annual Meeting of John Hancock 


(Continued from page 1) 


ed the plan may be seen by the approx- 
imate aggregate figures of group insur- 
ance itt force in the whole country at the 
close of 1926, which amounted to $5,- 
700,000,000, or about 7% of the entire le- 
eal reserve life insurance in force; a not 
inconsiderable item, taking into account 
the comparatively short time the plan 
has been in operation. 

“Many new problems and new aspects 
of old problems have arisen, and, natu- 
rally so, out of the operation of the 
eroup plan in this country. The general 
basis assumed is adequate and invites no 
apprehension. In practice, however, 
there are some very delicate questions 
before us. Some of them go to the very 
roots of life insurance practice. 

“The further expansion of the group 
plan, therefore, presents possibilities of 
strong significance to the whole system 
of life insurance and the task of rightly 
directly this development throwh a very 
considerable responsibility upon those 
engaged in its forwarding.” 

A comment made by Mr. Crocker on 
dividends was this: 

“Your directors have felt warranted in 
declaring a higher standard of surplus 
distribution in both ordinary and weekly 
premium branches for 1927, bringing the 
general cost level to policyholders down 
to the lowest point in the company’s 
history.” 

The gross premiums of the John Han- 
cock for 1926 amounted to $84,467,492.82, 
an increase of 11.1% over 1925. Inter- 
est and rents aggregated $19,170,634.23, 
1epresenting 13.9% over similar income 
in 1925. The total gross income as 
shown by the statement to the Massa- 
chusetts Insurance Department was 
$106,389,547.80, an increase of 12.5%. 

Mortality 

In commenting upon mortality, Mr. 
Crocker said: 

“The death claims paid during the year 
accounted for $21,045,304.22 of the pay- 
ments to policyholders. These figures 
represented an increased mortality cost 
of practically 3% over that of 1925. A 
fairly well-marked rise in the early 
months of the year was accompanied by 
signs presaging a visitation of influenza, 
but fortunately this condition proved 
relatively unimportant. The mortality 
in the latter half of the year did not 
prove sufficiently low to entirely offset 
this history. Our experience in this re- 
gard is not unique, as it has been re- 
cently shown that the death claims of all 
the companies of North America were in 
general higher in 1926 than in 1925. 

“The figures apparently indicate a new 
high record in general mortality since 
1920 on selected lives. Whether the low 
standard prevalent of late is to exist no 
longer as such or whether the present 
condition is a peak, awaits demonstra- 
tion. Society is undergoing radical 
changes, with what effect on the prob- 
lem of longevity can only be conjectured. 

“Such human forces as are available 
are with gathering intensity of purpose 

Ing devoted to the spread of knowl- 
edge, the,collection of vital statistics, and 
education in  disease-prevention and 
health-promotion. The resulting activi- 
lies, including the efforts of the life in- 
surance companies, must be accounted as 

Orces ior good in the ever-present war- 
fare for the extension of life.” 

he acgregate sum of policy payments 

Was $42 830,227.74, or an average of $142,- 

for each working day. There was 


added to the policy reserves the sum of 
$31,999,741, bringing the account of pay- 
ments to policyholders since the organi- 
zation of the company (plus reserves 
now held for the fulfillment of their sev- 
eral contracts) to the aggregate of $784,- 
725,355 


Investments 

The investing program continued as in 
the former year with emphasis upon 
lcans upon city real estate, especially 
house property. The total invested dur- 
ing the year (exclusive of loans. on poli- 
cies) was $65,093,506.10, divided as fol- 
lows: 
Bonds of States, cities and 


COMMS he Bc en 699,000.00 
Bonds of railroads......... 1,567,709.00 
Bends of public service cor- 

POLAUIOUNS © oc os ods ies tile. 8,101,138.62 


Mortgage loans on farms.. 29,291,052.13 
Mortgage loans on business 


PIODERIG 550s sSeassiecccs 3,499,038.85 

Mortgage loans on house 
POORERT  ccccee.ccevedecs 21,935,507.50 
$65,093,506.10 


The average rate of interest realized 
upon the total invested in the year was 
5.54% compared with the 1925 rate of 
5.57%. The average effective rate of 
interest upon the sum-total of the in- 
vested assets as of December 31, 1926, 
was 5.31%, as against 5.33% the previ- 
ous year-end, . 


Discusses the Farmers 

Mr. Crocker had this to say as to the 
farm loan situation: 

“The farm loan situation cannot be 
said to have changed for the better. The 
total of real estate held by your com- 
pany under foreclosure is somewhat 
larger than the previous year, as a re- 
sult. The conditions inducing this situa- 
tion exist in several important agricul- 
tural regions in which large investments 
in farm mortgages are held by various 
types of investors, including leading in- 
surance companies. It is a period of 
great trial to agriculture, and farm mort- 
gage investors, while not worrying about 
their security, are in the possession of 
more or less non-productive property for 
the time being. So far as your company 
is concerned, the matter will require time 
and patience to work out, but we ex- 


pect no material losses to eventuate. 
Sales of these foreclosed farms since this 
situation began to develop have been 
made in fair number without loss to the 
company and there is reason to believe 
that the favorable solution of the whole 
question merely awaits improvement in 
general farm conditions.” 


Division of Assets 


The assets of the John Hancock at the 
end of 1926 were classified as follows: 
Loans on mortgages ........0.. $236,310,783.48 
Loans on company’s policies 36,423,158.34 
Real estate at book value........ 11,107,348.99 
Bonds (Massachusetts Standard). 101,527,640.18 





Railroad Stocks (taken under 
TOORMANIRANOM) So sins oc cc ccd 303,600.00 
Cash (less $745,131.84 agents’ 
credit balances) 6..0ccsccsecce 2,336,037.77 


Interest and rents due and ac- 


SRM a cece cad tans caeas 445 10,226,917.67 
Uncollected and deferred pre- 

SAE TOMMEE 6. cbccehac ves cnt 9,634,812.82 
Claims from reinsurance com- 

SO. sain vcrshe da dackacaees 89,457.41 


Admitted assets 
Summary of Progress 
During the past twenty years the story 


of the John Hancock briefly summarized 
in figures follows: 


Income In Force 
CORT chee actus $ 18,206,666 $ 436,855,604 
| SS 25,759,147 613,469,276 
pe en 37,200,753 900,140,192 
t.. . SE ere 62,978,245 1,545,588,197 
POE iAcwcces 106,389,548 2,511,698,102 


During the year the John Hancock en- 
tered Alabama, Georgia, Kentucky and 
Nebraska. 


For the first time the John Hancock 
in 1926 passed $100,000,000 income in one 
year. 





GUARDIAN LIFE’S PLANS 

Vice-President T. Louis Hansen and 
Inspector of Agencies James A. McLain 
ot the Guardian Life Insurance Company 
of America are at present engaged in 
their annual swing around the country, 
laying the groundwork for the company’s 
progress in 1927. Conferences of the 
managers for the Eastern and Central 
districts have been held at Atlantic City 
and St. Louis. 





WILLIAM DUFF SPEAKS 


William M. Duff, vice-president of the 
E. A. Woods agency of the Equitable 
Life of New York, gave a most inter- 
esting address to a special luncheon of 
Philadelphia life agency managers, super- 
intendents and general agents at the 
Bellevue-Stratford Hotel, on Thursday, 
February 10. E. A. White of the Con- 
necticut Mutual presided. 
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Life Underwriters 
Of N. J. Give Luncheon 


OVER . 100 IN ATTENDANCE 


Members Hear J. Elliott Hall, Penn 
Mutual, Give Inspiring Talk; Reso- 
lutions Read of Late President 





More than 100 members of the Life 
Underwriters’ Association of Newark at- 
tended the monthly luncheon of the as- 
sociation which was held at the Robert 
Treat Hotel in Newark, on Monday last. 

After the luncheon L. D. Day, who 
presided, rose and announced that he 
theught it would be a befitting time to 
read the memorial resolutions which had 
been passed by the members of the as- 
sociation, on the death of their late 
president, Henry H. Beidler. The reso- 


lutions which were read are as follows: 

“The Life Underwriters’ Association of 
Newark desires to herewith record its pro- 
found sense of loss in the death of its presi- 
dent, Henry H. Beidler. His predominant quali- 
ties of leadership and unselfish interest in his 
fellow men led to his selection as the second 
president of the association. The devotion and 
skill which he contributed as its chief execu- 
tive have made an impress upon the organiza- 
tion which will be felt throughout its history. 

“His associates in the Life Underwriting Fra- 
ternity knew him as a man of unusual ability 
and magnetic personality. ‘Those who had the 
high privilege of knowing him more intimately 
respected his judgment and revered his sterling 
character. 

“Henry H. Beidler typified the best in our 
profession, and his loss to our association will 
be felt for years to come. 

“It is thought fitting and proper that a copy 
of this expression of our grief at the untimely 
passing of our friend and associates be fur- 
nished his family.” 


The reading of the resolutions was 
fcllowed by a minute of silent prayer. 
The members then settled back to hear 
J. Elliott Hall, of the Penn Mutual, talk 
on “The Value of a Definite Plan.” 

In part he said, “Every man should 
study out a plan that fits the average 
man and then work on it. Without a 
plan of any kind no man in the insur- 
ance business will get very far. There 
are thrée questions which every life in- 
surance man should ask his prospect: 
First, say to him or her, can you save 
$5 a week? Second, would the name of 
the institution make any difference? 
Third, do you make your own decisions? 
Ask these questions several times of the 
prospect and after he has answered them 
to your satisfaction, you can almost rest 
assured that you can land your prospect. 

“However, as soon as he learns that 
you are going to talk life insurance, he 
immediately throws up his hands and 
says ‘nothing doing,’ but don’t let him 
stick to it, because you can remind him 
that he answered your three questions 
and if he is a man of his word, he will 
feel sheepish and you can land him.” 

Mr. Hall also stated that the average 
man overlooked the small man in his 
anxiety to land the big ones. He said 
that he had worked out a plan which 
consisted of a book similar to a bank 
book, with the words on the outside “For 
the account of and di- 
rectly below was a picture of Benjamin 
Franklin,” because he represented thrift. 
These books were going to be given to 
his men to solicit business from the small 
man who can make weekly deposits. He 
said that he expected to make a great 
hit with the new plan. 


SETTING A FAST PACE 
Robbins & Simons, general agents, 
Home Life of New York, are off to a 
good start this year, after leading the 
entire agency field in 1926 in volume of 
insurance effected and volume of pre- 
miums. 
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(he METROPOLITAN LIFE 


has assets of more than $2,000,000,000 
and more than 24,500,000 policyholders 
comprising 1 in every 5 of the population 
of the United States and Canada. 


Financial Statement, 1926 ? 





I i ono Sie Hk ee $2,108,004,885.80 
Liabilities 
Statutory Reserve __......-.---.- $1,862,873,176.00 
Dividends to policyholders payable 
OE i ie ra ik Pn Be atc Roe $52,246,3869.35 
All other liabilities -...........--- $70,648,717.81 
Unassigned Funds ____.__-------- $122,236,122.14 
$2,108,004,385.30 
Increase in Assets during 1926_____-__- $253,346,902.88 
Teeny int Ne Seo cer ccc bewcn $595,596,505.88 
Gain-in-neomee; T956 ... s e nn $64,368,062.09 
Paid for Life Insurance Issued, In- 
creased and Revived in 1926_-_-___- $3,011,775,150.00 


Gain in Insurance in Force in 1926__-_-_- $1,401,784,835.00 


Total Bonuses and Dividends to policy- 
holders from 1892 to and including 
Ser See eee $304,594,554.96 


Life Insurance Outstanding 


Ordinary Disranee eo s oowe $6,566,596,872.00 
Industrial (premiums payable weekly) $5,487,800,648.00 
Group Insarehee.. 2. Gie gt. $1,444,584,107.00 
Total Insurance Outstanding _______- $13,498,981,627.00 
Number of Policies in Force December 

RD Rien. Ba ES abe ert 37,239,579.00 


Metropolitan Life Insurance Company 
HALEY FISKE, President FREDERICK H. ECKER, Vice-President 
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James A. Fulton Goes 
With the Home Life 


0 BE AGENCY SUPERINTENDENT 





He Is Fire Agency Organizer; Good 
Speaker; Recent Developments in 
Home Life Show Progress 





James A. Fulton, one of the best 
Sknown life insurance men in the country, 
has been appointed superintendent of 
agents of the Home Life. He has been 
agency vice-president of the Continental 
American of Wilmington, Del., for the 
past five years and has had considerable 
success aS an agency builder and organ- 
nzer. 
Mr. Fulton has been in demand as a 
peaker, his talk at the Atlantic City 










Photo by Wm. Shewell Ellis 
JAMES A. FULTON 


onvention on “Selling the Job to the 
ew Man” having been widely read and 
Hiscussed. 

He has been an active figure in the 
ite Agency Officers’ Association. 

This announcement is the climax of 
ecent developments in the Home Life. 
he new business production of the com- 
any has shown marked improvement in 
he last two years. In each of these 
tars the rate of increase in new busi- 
ass Over the previous year has been 
% better than that of the companies as 
whole. This increase has been accom- 
lished without any increase in the num- 
et of general agencies. It will continue 
be the company’s policy to build and 
evelop bigger agencies and not increase 
aterially the number of agencies in the 
fantime. The program of the com- 
anys recent general agents’ convention 
t Biloxi, Miss., was devoted entirely to 
ul ing agencies along organized lines 
hich is the job of a general agent. Sales 


a were given no space on the pro- 






































































Company’s Record 

ton is well qualified to carry 
Program of agency building and 
develop a definite agency policy. The 
sany has a good clean record and a 
pstantial financial structure which 
ould Prove of infinite value in the car- 
ying out of such a program. The com- 
“nys earning power has been greatly 
Soha as evidenced by the several 
te end increases in recent years. The 
vide, will pay to policyholders as 
* ends in 1927 over two million dol- 
+ he extra dividend declared in 
1 me been continued for the year 


‘bun’ is included in the above dis- 
ution, 





Mr. Ful 
ut this 







































































bean Even after setting aside funds 
I yment of these increased dividends 
oi me earnings for the year 1926 
rae icient to provide a substantial 
: € in surplus. The company’s sur- 
Row amounts to approximately $2,- 

































Mutual Benefit In 
New Building April 18 


LITTLE WORKING TIME LOST 





Carefully Thought-Out Plan For Trans- 
porting Equipment to One of New- 
ark’s Finest Structures 





On Thursday, April 14, the employes 
of the Mutual Benefit Life will bid fare- 
well to the old building of the company 
Iccated at Broad and Clinton streets, 
Newark, and report to the company’s 
new building at Belleville and Second 
avenues on Monday, April 18. 

Each employe will go to their various 
posts to continue their work, as though 
the company had never moved. A plan 
has been worked out for the transport- 
ing of furniture which will prevent con- 
fusion and a minimum loss of working 
time. The moving will start on Good 
Friday through to Sunday. The only 








900,000, and this surplus is determined on 
a conservative valuation of the company’s 
investments, in fact, about one-quarter 
million dollars below the market value so 
company’s surplus would amount to over 
three million dollars. 

With this background and the an- 
nouncement of Mr. Fulton’s appointment 
to direct agency development the com- 
pany’s prospects for the future never 
locked better. 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


proposition. 
Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
——— 


loss of employes’ time will be the Sat- 
urday morning working hours. 

From the time the moving starts there 
will be two large auto vans loading in 
front of the building at Clinton and 
Broad streets, two unloading in the 
north end and others traversing the way 
between. The floors of the new building 
have been laid out in square sections, 
each lettered and numbered. When 
a piece of furniture is taken from the 
present building, it will bear a tag, the 
color of which will designate the floor 
in the new building it is to be put on. 
A letter and number on the tag will 
designate the location on the floor. A 
corresponding chart will show the em- 
ploye where his or her desk is to be 
feund Monday morning. 


Working Floors Unbroken by Partitions 


The layout of the offices were made 
and the building was planned around it. 
Every working floor is unbroken by par- 
titions, and there are no private offices 
for the heads of the various depart- 
ments. They will be out in the open 
but so situated that they will be able to 
survey the entire department at a glance. 

The part of the building fronting on 
Belleville and Second avenues will house 
the workrooms. In a wing projecting 
out to the south, will be the elevators, 
cloak rooms and lavatories. Stepping 
from an elevator, an employe entering 
goes through the locker rooms and 
thence directly to the desks, not twenty 
feet away. 
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279 Newspaper Reports 


Give just that number of Deaths due to Carbon 
Monoxide Gas Poisoning for the six months 
ending December 31, 1926. 


From Maine to California and Minnesota to Texas, 
these reports were received by the John Han- 
cock Mutual Life Insurance Company, in con- 
nection with its warning to the Public. 


Death from this cause is no respector of localities, 
and cold weather increases the danger. Look 


We think there is need of our Warning and ask the 
insurance fraternity to spread the information. 


Booklet describing the danger mailed to any under- 
writer interested. Write Inquiry Bureau. 
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Dr. Cook Warns Of Too 
Much Week-End Golf 


HIS BORDER LINE CASE TALK 





Minneapolis Man Tells Detroiters Why 
So Many Wealthy Middle Aged 
Men Have Trouble 





Dr. Henry W. Cook, vice-president 
and medical director of the Northwest- 
ern National of Minneapolis, in an ad- 
dress before the Detroit Life Underwrit- 
ers’ Association on February 11 advised 
agents not to be suspicious, bitter or 
hurt at rejections and exhaust them- 
selves in impotent anger because large 
cases on prominent men are turned 
down, but to try and get the viewpoint 
of the medical department which might 
also have the result of the agent’s giv- 
ing the client some good and needed 
advice of taking better care of himself. 

Dr. Cook pictured one disease or type 
of disease which is producing three 
times as many deaths as any other 
disease, rather annoying to agents as it 
affects the insurable ages of larger 
amounts, 40 to 60, and especially among . 
men who have gained material success. 
Dr. Cook took as a case a man of 56, 
wealthy banker or manufacturer. 

“He is robust-looking, and would be 
stout except that he prides himself on 
his splendid physical condition and tries 
to moderate. 


A Typical Case 


“Many men past middle age are in- 
juring themselves by an orgy of exercise 
over week-ends for three months in 
summer when they are soft and out of 
condition the rest of the year,” said the 
speaker. “He has built his success by 
hard work and tireless energy. He feels 
well and disregards the warning of some 
shortness of breath and perhaps a little 
pain or discomfort over the upper chest 
on over-exertion. This, of course, he 
would not think of mentioning in an in- 
surance examination. Several average 
examiners have passed him for large 
amounts of insurance within the past six 
months. He is now examined by your 
examiner, an exceptionally careful and 
competent man, and he reports one, two, 
or even three definite impairments: 

1. Blood pressure 150/100 and slightly thick- 
ened arteries. 

2. Slight or moderate enlargement of the heart, 
and especially after exercise a soft systolic 
murmur, or an irregularity of the pulse. 

3. <A trace of albumin, 10 to 30 milligrams per 
100 cubic centimeters: A few hyaline casts. 

“This man is a typical example of a 
sufferer from cardio-vascular-renal 
disease, as it is technically called. That 
sounds difficult, but it is not. It means, 
heart, artery, and kidney disease. The 
heart and blood vessels, as you know, 
form a continuous organ, extending to 
every part of the body, and supplying 
oxygen and nourishment to the tissues, 
and the kidneys really form a part of 
the system, as they are largely made up 
of little blood vessels which here throw 
off the waste products from mental and 
muscular effort,” Dr. Cook continued. 

“Whichever part of the cardiovascular 
system shows wear the first gives a pop- 
ular name to the condition. Thus if 
shortness of breath and a heart murmur 
appear first, the case is called heart 
disease. If the blood pressure increases 
and is discovered first, or bursts a vessel, 
we say arteriosclerosis, or arterial dis- 
ease. If albumin is the most prominent 
or first sign, we say kidney disease, but 
each is merely a symptom or sign of 
the same underlying condition. So with 
the terminal manifestation. If the man 
dies five years later because the blood 
pressure has gradually increased to 200 
over 100 to 120 diastolic and finally rup- 
tures an artery in the brain, we say he 
died of apoplexy. If the heart gives 
away and he dies of dropsy and short- 
ness of breath, we call it heart disease, 
or if increasing amounts of albumin are 
discovered and dies in coma or convul- 
sions, we say Bright’s disease of the kid- 
neys. This man also typically repre- 
sents the borderline risk on which dis- 
crepancy of action may readily occur be- 
tween companies.” 
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CoMMODORE PERRY AT YOKOHAMA 


THE OPEN DOOR POLICY 


N 1853 the United States sent an 
I expedition of seven ships to Japan 
under Commodore M. G. Perry. 
He bore a letter from President Fill- 
more asking the Mikado’s consent to 
the negotiation of a treaty of friend- 
ship and commerce. The Mikado con- 
sented. Japan had formerly shut her- 
self off from the rest of the world politi- 
cally and commercially, and was conse- 
quently unknown and in a primitive 
state of civilization. The “Open Door 
Policy” of Japan marked the beginning 
of a period of remarkable development. 
Suspicion was replaced by confidence, 
and lethargy by industry. 


Before the Open Door Policy was 
adopted by employers their workers 
were shut off from protection. They, 


too, were suspicious, regarding every 
move of capital as one of domination. 


Then employers saw light. They 
realized that the development of their 
workers meant the development of their 
business. They adopted a “treaty” of 
friendship and cooperation. 


Realizing that one of the worker’s 
first thoughts was the security of his 
family, they were not slow to adopt 
Group insurance in order to open the 
door to the attainment of this security. 
What a wonderful development has 
followed this new policy of industrial 
relations! 


Yes, Group insurance is surely the 
Open Door Policy of industry. 


You will find the Travelers door wide open for any information or 
assistance which you may need in closing group cases 


THE TRAVELERS INSURANCE COMPANY 


Hartford, 


HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, 


THe TRAVELERS INDEMNITY COMPANY 
L. F. BUTLER, PRESIDENT 


GROUP, 


Connecticut 


BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, 


THE TRAVELERS| 


Tue TRAVELERS Fire INSURANCE COMPANY 


FIRE 


WINDSTORM 


INLAND MARINE 





F. 
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United States Life’s 
Assets Are $6,512,000 


NEARLY 30 MILLIONS IN FORCE 
Reduction in Expenses, Improvement in 
Investments; Annual Report of Pres. 
Henry Moir Made 





The United States Life has reduced 
its overhead expense largely during the 
last five years, notwithstanding an in- 
crease in the business. Reductions in 
agency supervision, branch office ex- 
pense and rents at agencies now amount 
to more than $29,000 a year, and during 
the same period the amount of new in- 
stirance written and paid-for has in- 
creased while the outstanding insurance 
on the books of the company has grown 
from $24,323,000 to $29,337,000. Last year 
the company paid for $4,360,000. The 
assets of the company are now $6,512,000. 
The reserve for policies, supplemental 
contracts, less reinsurance reserves is 
$5,837,000. 

During the past year President Moir 
has replaced several investments, im- 
proving the income return. 

In his annual report, Mr. Moir says 
that the new premiums for 1926 were 
$99,000; renewal premiums, $574,000; in- 
terest, $311,000; miscellaneous, $2,000. 

Disbursements were as follows: Death 
claims, $419,000; endowment, annuities, 
etc, $100,000; surrender values in cash 
or applied to pay premiums, $204,000. 

Investments 

Some extracts from President Moir’s 
report follows: 

“During the year the bond market has 
been buoyant and we have been enabled 
to replace several investments which 
were yielding a return of less than 
44% by investments in guaranteed 
54% real estate mortgages, thereby im- 
proving income return. We also sold 
during the year two or three holdings 
which did not reach the standard of 
safety we have set. Our mortgage loans 
and our marketable securities now bear 
a more satisfactory and normal relation- 
ship to our total assets. 

_ “The Contingency Fund now amount- 
ing to $110,856 is set aside for the pur- 
pose of meeting unusual and unexpected 
losses (1) from investments, (2) from 
heavy mortality and disability losses, or 
(3) from other unforeseen causes. Dur- 
ing 1926 we made a profit of $7,941 from 
the sale of securities. This was added 
to the Contingency Fund. We also had 
an unexpected gain from the recovery in 
health of disabled policyholders, $9,097. 
This also was added to the Contingency 
Fund. Four years ago we announced 
granting an additional accidental death 
coverage—charging an extra premium. 
We have had no accidental death claim. 
Accordingly we have added to the Con- 
tmgency Fund the total accident pre- 
miums received, less reserves, because a 
single claim might exceed the normal re- 
serves. We take every precaution to 
avoid losses, but it is prudent to main- 
tain this fund against possibilities which 
cannot be foreseen. The surplus fund 
has been increased by normal earnings, 
Meluding a somewhat more favorable 
Mortality than in other recent years.” 


FRASER AGENCY COURSE 
_ A life insurance training course which 
's intended primarily for the beginner 
and general insurance man, is being con- 
ucted by the P. M. Fraser Agency of 
the Connecticut Mutual. It began 
February 9. The course, which will run 
wr six weeks, one hour each week, from 
315 to 6.15 P. M., will be in charge of 
I M. Fraser, Melvin Sackerman and 
we Zimmerman. 

e Fraser’ A i i 
Ph $2,100 000 gency in January paid 








TALKS TO KARSCH AGENCY 
of ae Zimmerman, assistant manager 
: the Fraser Agency of the Connecti- 
ut Mutual Life in New York, addressed 
e Staff of the Samuel Karsch Agency 
ahs € Equitable Society recently, his 
. Nect being business insurance. 


oe 


Group Life Policy 
For Chemical Workers 


YEAR’S PREMIUM PAID BY FIRM 





Merck & Co., Rahway, N. J., Plant 
Creates Memorial to Geo. Merck, Dead 
Founder, Through The Prudential 





In memory of George Merck, founder 
of Merck & Co., chemical and drug 
manufacturers with plants at Rahway, 
N J., St. Louis, Montreal and New York 
City, George W. Merck, his son, now 
president of the company, together with 
his mother and sisters, have established 
the “George Merck Memorial Group Life 
Insurance Plan” covering all the em- 
ployes of the four plants, representing 
approximately 700 employes which have 
been written through The Prudential. 

The organizers of the plan have pre- 
sented the first year’s premium to their 
employes. Thereafter it will be sup- 
ported jointly by payments on the part 
of the company and the employes who 
participate. 

By the payment of only 60 cents a 
mcnth male employes are insured for 
$1,000, while female employes are in- 
sured for one-half at contributions of 
one-half. An additional $100 a year is 
added to the amount of insurance for 
every year of service after the first year 
until a maximum addition of $500 is 
reached, without any additional contrib- 
ution on the part of the employe. 

Besides the $1,000 insurance for male 
employes there are other amounts ob- 
tainable by heads of departments who 
are able to pay more, in amounts from 
$2,000 to $5,000. The group policy will 
in no way interfere with the Workmen’s 
Compensation Act or any benefits de- 
rived from the Merck Mutual Aid So- 
ciety. 

For thirty-five vears until the time of 
his death last October, George Merck 
was president of the chemical and drug 
manufacturing firm, which has its 
largest plant in the eastern section of 


Rahway, N. J., which occupies ntore than 
200 acres. 





GROUP MAN MAKES CHANGE 


William F. Chamberlain Made Vice- 
President of H. W. Schaefer Co., 
Brokers, 25 Broadway, N. Y. C. 

H. W. Schaefer Co., general insurance 
brokers at 25 Broadway, announces the 
association with their company of Wil- 
liam F. Chamberlin as vice-president in 
charge of individual and mass life and 
accident insurance, effective March 1. 

Mr. Chamberlin went with the Trav- 
elers in 1909 as general agent in the 
multiple lines in Dayton, Ohio. In 1912 
he wrote the first group insurance con- 
tract of the Travelers and was called to 
Hartford in 1914 where he was made su- 
perintendent of the group department, 
building up a large organization and 
writing many large cases, including the 
American Woolen Co., Western Electric 
& Manufacturing Co., General Electric 
Co., Lehigh Valley Railroad, New York, 
New Haven & Hartford Railroad, Con- 
solidated Gas Co., and New York Edison 
and many others. He has written many 
brochures on group insurance and about 
a year ago published a book on the 
“Psychology of Group Insurance.” The 
first case of what is now known as sal- 
ary allotment insurance was negotiated 
by Mr. Chamberlin on the Brown-Sharp 
plant at Providence, R. I. 

Prior to his insurance work at the 
Travelers, Mr. Chamberlin was a me- 
chanical engineer and is a member of 
several engineering societies. He has a 
large following among the insurance 
brokers of New York. 





GENERAL AGENT HONORED 

Isadore Samuels, general agent of the 
New England Mutual, Denver, Colo., a 
vice-president of the Chamber of Com- 
merce and an ex-officio member of the 
board of directors, has been elected to 
active membership on the board, ef- 
fective May 1, 










Your Prospect’s Future 
Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. Sell this contract: 
Any natural death.. 
Any accidental death....... Gasca wed 
Certain accidental deaths.........ccccccccccecscccece 15,000 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice President, Eugene 
E. Reed, will tell you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire INQUIRE 





———— 
Area + me 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 _to* $100,000.00, 
with premium payable annually, semi-annually or quarterly, and INDUSTRIAL 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 


Fg PETE OE OR On Oe Oe OPE Ee Re er ae ee ey eee TT $46,562,667.40 
RARIAD daa tod COs dads acide a Ade ealuealdes aed e Sa cencnn ae dvdesaden ceeds 39,940,092.25 
Ce SN I occas Saas cacs denna Giants nsedes caasdeks tendon wn 6,622,575.15 
een SN ON on Noh ade ew ans aides Oded eka Ggwe vc eaeed cues 292,834,191.00 
anette <8) NOU MNIPOD oo. av ois Shc:05 Boa lokeghawaunuddenadenedacenee 3,392,156.76 


Total Payments to Policyholders Since Organization...............+.2.00- 39,176,371.91 
BRADFORD H. WALKER, President 

















Write it in the tna 


Call 
GRAHAM and LUTHER 


Triangle 7560 176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 


“A POLICY FOR EVERY NEED” 

















SIX MILLIONS ON 
POLICY HOLDERS 


OCTOBER—“POLICY HOLDERS’ MONTH” estab- 
lished a new record. 

OUR TOTAL OF NEW EXAMINED business for the 
month was $21,081,774, of which $6,452,939, or more 
than 30 per cent., was on the lives of policy holders. 


COMPANY PLANS FOR POLICY HOLDER co-opera- 
tion made this possible. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Des Moines, lowa 




















Established 1879 
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| THE CHANGING ORDER 


Few people realize how completely the age of individuality in living has passed away. 


Not so long ago the farmer raised everything that his family ate, except sugar, 
tea and coffee, and some made their own sugar and a coffee of sorts. 


He and his wife and the boys and girls manufactured nearly everything they wore. 
That was independence, but it made life hard and narrow. 


At first slowly, then very rapidly, the great change has come. Everybody is a 
' specialist, and everybody depends on others. Life has become co-operative. 


- As a result the producing individual becomes increasingly powerful and valuable. 
But tragedy and disaster usually follow his premature death or disability. 


Through death or disability the producer defaults in the co-operative contract and, 
so far as his dependents are concerned, the entire social program breaks down, unless 
the value of the worker can in part be translated into cash, enabling dependents to go 
on with the contract. 


This calls for a co-operation which outreaches both disability and death. 
Life Insurance on the mutual plan outreaches both death and disability. 


For the mass of men who die in their producing years, with few assets except 
their earning power, Life Insurance is as necessary as water under a ship or steam behind 
the piston rods of a locomotive. 


Society would have had to invent Life Insurance as it progressed into the era of co-oper- 
ation had Life Insurance as a matter of fact not illustrated and applied the principle of 
co-operation long before it appeared in industry and living. 


LIFE INSURANCE IS THE INDISPENSABLE COROLLARY OF THE 
| MODERN PROGRAM OF LIFE. 


It has preached and prophesied for many years. 








To its claims men now listen gladly. 


Its growth in recent years has been marvelous; but as expressed in its balance 
sheets and in its outstanding insurance, it still pitifully fails to express the value of 
human life. 


It is nevertheless unmistakably changing the picture of society. 


~ It is the sinking fund which meets the demands of death—the obligations that mature 
with the passing out of every worth-while life. 


Think about these truths. 
| Recognize the new order. 
Put: yourself in harmony with it. 


NEW YORK LIFE INSURANCE COMPANY, — 


See one of our ten thousand agents. He will complete the story. 
| DARWIN P. KINGSLEY, President. 
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Phoenix Mutual Life 
Entertains Policyholders 


MORE THAN 1,200 PRESENT 





Insurance Company Holds Unique Meet- 
ing; Gatherings Addressed by Bruce 
Barton, on Value of Business 





The Phoenix Mutual entertained more 
than 1,200 policyholders in their build- 
ing in Hartford on Monday evening last. 
Many of the guests came from a great 
distance and it is alleged that it was 
one of the greatest gatherings of policy- 
holders at any one time ever held by a 
life insurance company. 

The speaker of the ceremonies was 
Bruce Barton, one of America’s leading 
advertising men and an author of note, 
who told the great gathering of the 
great importance of life insurance and 
the position their company held in that 
particular field. 

Spoke Three Times 

Mr. Barton gave three different ad- 
dresses, speaking first to the company 
employes and their friends, later to the 
first group of policyholders and at a late 
hour to another group of policyholders. 
After each address the visitors were 
guided through the building of the com- 

pany. 

' In addressing the gathering Mr. Bar- 
ton presented his own interesting ver- 
sion of the foundation of a view held by 
many concerning business. In part he 
said: 

“Business,” he said, “has for a num- 
ber of years been far removed from re- 
ligion. I like to think it happened like 
this. The first religious leaders, when 
they went out to preach the gospel, 
were under the impression that Chris- 
tianity was to be a short-time affair. 

“Consequently, they felt that anyone 
engaged in business, especially when the 
second coming of Christ was thought to 
be so close, was a fool, that he was 
neglecting for a few weeks or months 
of gain his whole life to be. 

“That feeling persisted and grew until 
the modern day, when it is felt that the 
man engaged in business becomes so 
soiled with his week of hard work that 
he has to go to church every single Sun- 
day in order to get a spiritual shower 
bath, that he may be cleansed to begin 
another week.” 

The speaker also told of the tremen- 
dous work being done in the insurance 
field, by those companies which are 
“throwing a wall of protection about the 
helpless women and children of the 
world,” and of their part in allowing 
man “in this tiny way” to pay back the 
mighty debt owed by him to woman. 


LOUIS LANE’S JANUARY 
The Louis Lane Agency of the Equit- 
able Life Assurance Society closed the 
month of January with a paid business of 
$1,040,000 which represents an increase 


of 50% over the business of January, 
1925. 











Pennsylvania 











i opment of new agents. 











FOR 
A. GOOD SPRING TONIC 
TRY— 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 


Telephone: Chickering 2383-8 














RAPS GENERAL MOTORS CASE 





Baltimore Ass’n Opposes Head Office 
Representatives Agreeing to Writing 
Without Agents or Commissions 
The Baltimore Life Underwriters’ As- 
sociation is the latest association to pass 
resolutions in reference to the General 
Motors group, which was written with- 
out agents or commissions. Its resolu- 

tion in part follows: 

Whereas, these same life insurance companies 
who competed for this business have under 
consideration the reduction of commissions or 
compensation to the life underwriter in the 
field on all large lines of group life insurance 
to a fraction of one per cent., thereby prac- 
tically forcing the life underwriters out of this 
particular branch of life insurance service and 
centering it in the hands of a comparatively few 
salaried home office representatives; and 

Whereas, other tendencies on the part of cer- 
tain life insurance companies in their great 
desire for volume in new business production, 
to ignore the professional and highly trained 
field representatives and their essential service 
in the development of new business and its 
subsequent conservation, as in the Princeton 
University case and other cases of direct nego- 
tiations between prospective applicants and the 
home office. 

Now. therefore, be it resolved by the Balti- 
more Life Underwriters’ Association, That we 
protest against such practices or tendencies on 
the part of any life insurance company as be- 
ing a violation of the anti-rebate laws in a 
majority of the states, if not in letter, certainly 
in spirit, unfair to the life underwriters of the 
United States who have been responsible for 
building and conserving the great institution of 
life insurance with its eighty billion dollars of 
insurance in force and contrary to the best in- 
terests of the true cause of life insurance and 
the ethics of the business. 





DEBTORS’ PROTECTION 

Under the provisions of a bill intro- 
duced in the N. Y. Assembly by John 

Hayes. Democrat, of Albany, a new 
section, 55-a, is added to the insurance 
law, providing lawful beneficiary or as- 
signee in case of life insurance policies, 
other than insured or persons effecting 
such insurance shall be entitled to pro- 
ceeds against creditors and representa- 
tives of insured. This is a departmental 
measure. 





1 ae ARREST 





Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
} cational Supervisor, is assisting in the devel- 








ON MEDITERRANEAN TRIP 





Dr. W. R. Ward of Mutual Benefit Life 
Seeing Europe; Author of Note; 
Accompanied by Mrs. Ward 

Dr. W. R. Ward, of the Mutual Bene- 
fit, accompanied by Mrs. Ward, is mak- 
ing a Mediterranean tour on the steam- 
ship “Doric.” They will visit Egypt, 
Ccnstantinople, Greece, Italy, France and 
England. Dr. Ward is a close observer 
and is always equipped to relate inter- 
estingly about his travels. His observa- 
ticns and comments are not only descrip- 
tive but philosophical. For this reason he 
is in great demand as a public speaker, 
particularly in insurance circles. 

He is deeply interested in the Sons of 
the American Revolution, and his latest 
essay in history was “Washington’s Re- 
treat Through the Jerseys,” which will 
scon appear in pamphlet form. 

Dr. Ward is a descendant of an early 
Newark family, his more immediate an- 
cestors having been’for more than a cen- 
tury located in the Lyons Farms section 
of New Jersey. He is also a prominent 
member of the New Jersey Historical 
Society. 





RESERVES RECOMMENDATIONS 


The Committee on Blanks of the 
American Life Convention met in St. 
Louis, Mo., on. Wednesday, February 9. 
The most important change suggested by 
the Committee on Blanks of the Amer- 
ican Life Convention is in regard to the 
cerrect method of reporting the reserve 
on certain guaranteed benefits included 
in some-of the policy contracts, notably 
those commonly designated as coupon 
reserves. The committee has recom- 
mended: 

“In reporting such items to the various in- 
surance departments, and to the Internal Rev- 
enue Department in the annual statement for 
the year 1926, the reserve liability for such 
additional benefits be not reported as an inter- 
lineation at line 22(a), as has been the prac- 
tice of some companies in the past, but that 


UTICA SALES CONGRESS 





Annual Gathering of New York State 
Life Underwriters’ Association; 
Frank H. Wenner, Chairman 
The third annual Sales Congress of 
the New York State Life Underwriters’ 
Association will be held in Utica in May. 
It is expected that at least 400 will at- 

tend the convention. 

Members of the committee in charge 
of the program are: Frank H. Wenner, 
chairman, Provident Mutual Life, Utica; 
Robert P. Baird, Aetna Life, Albany; 
S. A. Bradish, Mutual Life, Syracuse. 





FRASER LIFE COURSE OPENS 


On Wednesday evening, February 9, 
the life insurance training course of the 
P. M. Fraser Agency, of the Connecti- 
cut Mutual Life, was opened by J. M. 
Fraser who made a few welcoming re- 
marks. Mr. Fraser emphasized the fact 
that those taking the course were not 
in any way obligated to the agency. The 
speaker was C. J. Zimmerman, of the 
Fraser agency, who spoke on “Life In- 
surance as a Career.” Mr. Sackerman 
foliowed with a talk on the different 
kinds of insurance policies and their 
meaning. An open forum followed the 
meeting. 

The second meeting of the course took 
place Wednesday evening when the rate 
beok and dividend books were discussed. 





CONNELL MAKES GOOD TALK 


Clancy D. Connell, one time leading 
producer who is now a partner of Gra- 
ham C. Wells in the Wells-Connell 
Agency, gave an interesting talk on how 
to sell life insurance at the first of the 
meetings in the second series of Jack 
Berlet’s Money Making’ Sales Talks, 
Tuesday evening. The meeting was held 
in the Guardian Life Building at Phila- 
delphia and a large attendance was re- 
ported. 





STUDY PROPOSED MERGER 


A committee of the Richmond Asso- 
ciation of Life Underwriters has been 
appointed to look into a proposal to con- 
sclidate the Bureau of Insurance with 
the State Banking Department and to 
register protest with Governor Byrd of 
Virginia if it thinks the merger will in- 
terfere with the proper functioning of 
the Insurance Bureau. 


F. L. PRICE WRITES FICTION 

Frank L. Price, publicity director of 
The Prudential is the author of an in- 
teresting fiction story entitled “Dead- 
fall” which appears in one of the local 
magazines. The story is about a claim 
investigator of a life insurance company. 
It is one of a series of stories which he 
has just written. 











the liability be included in lines 1, 2, 3 and 4 
either in the aggregate reserve, under the ap- 
propriate mortality and interest tables appli- 
cable to the policy in question, or an additional 
item in the same space, reading: ‘Same for ad- 
ditional guaranteed benefits.’ ” 








LINCOLN’S CABIN 


Lincoln’s Log Cabin is being reconstructed by The Lincoln National 
Life agency force during February in honor of the birth month of 


Abraham Lincoln. 


The logs are printed on.cards and a log is attached to each applica- 


tion sent in. 


Every agent is trying to furnish as many logs as possible. 


A miniature Lincoln Log Cabin will be presented to each agent sub- 


mitting ten or more applications. 


From the large number of logs already at hand, it appears that 
February will be another record month for The Lincoln National Life 


Insurance Company. 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building 


Fort Wayne, Indiana 


More Than $460,000,000 in Force 
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ane 
Practical Sug gestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


The New York 

4 Life Underwriters’ 

Points In Bulletin for Febru- 
Salesmanship ary contains some in- 
teresting points on 

salesmanship. Advice is given to avoid 


dangerous words, exaggeration, prom- 
ises which can’t be fulfilled and cheap 
statements. The Bulletin says: 

The use of unfamiliar words in ex- 
plaining a proposition is exceedingly 
dangerous to success. It is better to ex- 
press the thought clearly and in sim- 
ple language which may readily be un- 
derstood rather than to demonstrate 
superior education to some one who 
may not have had these advantages. 

Over-indulgence in superlatives is a 
common and most serious mistake. It 
is better neither to under-estimate qual- 
ity nor to over-estimate it but to state 
facts convincingly and exactly as they 
are. The use of words “best in the 
world,” “nothing can equal it” and 
“without an equal” unfavorably impress 
the hearer. A mere exaggerated asser- 





tion discounts a statement and dis- 
counts the man making it. Exact and 
uncolored statements inspire confidence; 
this confidence is a forward step in 
making a sale. 


A promise broken even though a small 
one creates an impression of undependa- 
bility. An appointment made for eight 
o'clock in the morning should mean 
eight o’clock and not eight-five. Where 
unavoidably detained it is the wisest 
thing to wire the reason for the delay. 
Few promises and those absolutely ob- 
served go a long way in inspiring con- 
fidence. 


When a product is referred to as 
“cheap” there is a tendency to under- 
stand the term as meaning “of compara- 
tively small value, common, mean” as 
well as “low priced.” To impress the 
prospect with the idea that the product 
in question has all the qualities com- 
mensurate with the price can be done to 
much better advantage by eliminating 
this word from your vocabulary. 








TALKS AT BERLET MEETING 


The answer as to how the proceeds of 
a life insurance policy may best be used 
will be found in the co-operation of life 
insurance salesmen with trust compa- 
nies, according to William T. Schilling, 
of the trust department of the Corn Ex- 
change Bank, Philadelphia, who talked 
at a Jack Berlet sales meeting. 

The attendance was the largest to date 
at any of the sales conferences. Four 
life insurance men made a trip of more 
than a hundred miles from Lancaster as 
an evidence of the growing interest of 
life underwriters in the subject of life 
insurance trusts. 





DOUBLE INDEMNITY AWARDED 

A verdict in favor of Mrs, Sarah Ross 
was recently returned in Nashville, 
Tenn., against the New York Life in a 
suit involving the payment of a $5,000 
policy on her husband, former Federal 
Judge J. Ross. Under double indemnity 
in case of accidental death, the award 
was made $9,875.25. Ross was killed 
when his car plunged from a road near 
Nashville shortly after he was indicted 
in connection with the closing of the 
People’s Savings Bank of Jackson. The 
ccmpany claimed suicide, but the jury 
found otherwise. 


SALARY ALLOTMENT POLICIES 


Six additional salary allotment insur- 
ance policies are reported by The Pru- 
dential. The organizations adopting 
this form of policy through The Pru- 
dential include the Pennsylvania Supply 
House, furniture dealers, Scranton, Pa.; 
H & H. Dairy, Inc., Massena, N. Y.; 
P. Joppe Dairy, Grand Rapids, Mich.; 
Power Farming Press Co., St. Joseph, 
Mich.; Springfield Coal Co., Springfield, 
L. I.; and Charles F. Taylor Co., ‘auto 
dealers, Rushville, Ind. 





COMES TO CLASSMATE’S AID 

At the University of Colorado a young 
lady was thought to be dying. Only 
blood transfusion would save her. Miss 
Sudie-Mai Hodnette, daughter of M. C. 
Hodnette, general agent of the Union 
Central Life, Denver, was one of her 
classmates. Miss Hodnette gave one 
pint of her blood and the doctors, after 
twenty-four hours vigil, said that the 
sick girl would live. 





The Batchelder & Snyder Co. of Bos- 
ton, acting through President F. S. 
Snyder, have arranged for group life in- 
surance for their employes through the 
A. C. Mathews Agency of the Connec- 
ticut General. 








Princeton Graduates Average 


Recently the Princeton University 
alumni publication sent out a question- 
naire to 96% of its graduates asking 
them questions which were decidedly 
personal. These questions had to do 
with their fortunes, their insurance, their 
ages, their children, their automobiles 
and other questions which only an un- 
dergraduate body would have nerve 
enoug! to ask and expect to have an- 
swered. | 

A surprisingly large number of grad- 
uates did answer and here are the fig- 
ures: 

The average age of those who re- 


$20,000 Insurance 


sponded to the questionnaire was 34.38 
years. 

The number married was 68.4% of the 
total who answered. 

The average number of children was 
1.48% each. 

The average value of their real estate 
was $30,246. 

They own on an average of 1 1/3 au- 
tomobiles apiece, average value $2,337. 

The average annual income of the 
graduates is $12,300. 

The investments average $68,100 per 
man. 


They carry life insurance averaging 
$20,000 apiece. 








TEN MEN 


We have ten new 
territories for ten 
good men under 
real general agents’ 








SUDDEN DROP IN RATES 


contracts. 
Generally speaking, we now have 
the lowest participating life and 
endowment rates in the U. S. A. Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 


Provident Mutual Life 
Wells & Connell 


General Agents 




















as 


Aicut, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


33 Liberty St., - New York 


Phone: John 3771 Omaha 


























A FIRM FOUNDATION 


With more than three-quarters of a century of success and 
achievement back of it, the Massachusetts Mutual is in a posi- 
tion to progress along lines that have been thoroughly tested. 


This position is made more desirable because of the main- 
tenance of principles and practices of high character which have 
molded the three great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organization whose 
reputation for stability and fair dealing is universal. 


Joseph C. Behan, Superintendent of Agencies. 
Massachusetts Mutual 
Springfield, Massachusetts 


Life Insurance Company 
Organized 1851 




















You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 
satisfaction in so doing. 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 
limits 10 to 70. 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


New York, N. Y. 
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All Los Angeles Agents 
Must Take Courses 


AETNA LIFE’S REQUIREMENT 





Rule Stands Whether Producer Has Had 
Experience Or Not; What Local 
Manager Says On Subject 





Every new man coming to the Los An- 
geles agency of the Aetna Life, whether 
he has had insurance experience or not, 
cannot qualify to enter the organization 
until he first has studied and completed 
by correspondence the life insurance 
course of the company and follows this 
with the health and accident course. He 
must do all this before he goes into the 


field. 

The new man is privileged and urged 
wherever any question comes up that he 
does not understand to come in and take 
it up with the general agent or any of 
the supervisors, but before he is allowed 
to go out and make any kind of ap- 
proach for business it is absolutely es- 
sential that he has completed both of 
these courses. When this has been ac- 
complished we insist on the new man 
working out in the field on accident and 
health alone for a period of thirty days 

least. 

Bs O. H. Martinsen of Los Angeles, 
says: “In connection with the accident 
and health approach we give him one or 
two additional questions which we insist 
upon his asking the applicant wherever 
he places accident and health insurance, 
as for instance, how much life insurance 
he carries at the present time. When 
this information has been obtained the 
new man brings the application in to his 
supervisor, who analyzes the applicant's 
needs insurance-wise from the informa- 
tion obtained, working out for the new 
agent a minimum program. In doing 
this, the supervisor again sells the new 
agent on the various needs of insurance 
and the fact that the applicant may think 
himself adequately protected and yet 
analysis prove that he has not taken care 
of even the minimum needs of his fam- 
ily. If the new man feels capable of 
going back when he delivers the acci- 
dent and health policy and taking up this 
Proposition of life insurance with his 
client he is allowed to do so alone. If 
he does not feel capable of handling the 
matter by himself he receives assistance 
from his supervisor. After a period of 
three months in the field a post-gradu- 
ate course is held for any of the new 
men who desire to attend. There is 
nothing compulsory in connection with 
this course. We find, however, that in- 
Variably the men are very glad to avail 
themselves of the opportunity of attend- 
ing, 

“Seventeen men who had been with 
the agency during 1924 and are still with 
Us took the course. Their average pro- 
duction for 1925 increased twenty-five 
Per cent. over their protection of 1924. 
ly one man produced less than he had 
the previous year, three showed a small 
Increase and several doubled their rec- 
ords of the year before. One man who 
ad been a quarter-of-a-million dollar 
bloducer became a half-million dollar 
Producer and assured us that it was the 
School that helped him to do this. This 
year (six months) he has already paid 
for More than $400,000. 

After a training period of three 
Months our new men who took the 
course last year averaged $13,000 a month 
Per man. 

During 1926 the new men in the or- 
Sanization who outlasted the three- 
Months’ training period have shown a 
splendid record, showing an average of 
we» Per month paid production. 

z. closing it might be interesting to 
bine that we give our new men a defi- 
in pivot for the first year on life and 
wt. remium on accident and health. The 
me: interesting part of this quota, how- 
dugg’ that after the training period 
"ing which we do not give the men 





























any quota this training period consisting 
of the first ninety days’ schooling and 
canvassing—in other words, before they 
are entitled to the post-graduate course 
—the new men in 90% of the cases are 
writing their quotas.” 





WILMINGTON REPRESENTATION 


Wilmington (Del.) underwriters are 
showing interest in the Tri-State Life 
Insurance Congress, which is to be held 
at the Bellevue-Stratford Hotel on Fri- 
day, March 25, in Philadelphia. L. D. 
Rothensies, president of the Wilming- 
ton Life Underwriters, says Paul Heinel 
(Travelers), Elwood L. Mettler (Mu- 
tual Benefit), Harry Wilson (Home 
Life), George Kelley (National Life), 
Thomas S. Taylor (Provident Mutual), 
Elgin Clarke (Metropolitan Life), Louis 
Rosenblatt (Equitable Life Assurance 
Society), Theodore Beachamp (Con- 
tinental American Life), will represent 
his city at the congress. 





WANTS FOUR MANAGERS 


The Bankers’ Reserve Life of Omaha, 
which wound up the year with nearly 
$18,000,000 of assets and which has $110,- 
350,000 insurance in force, is looking for 
managers in territories in the states of 
Delaware, Maine, Vermont and Connec 
ticut. 























The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 


ll forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 


Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President 
Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City, N. J. 





E. C. Wise, Treasurer 
S. R. Drown, Secretary 






































New Increased Dividend Scale 
Effective January 1, 1927 


New England Mutual Life Insurance Company 


Boston, Mass. 


This Company is now in the very 
Forefront on Low Net Cost 

















surance 


Company. The 


Office and field force. 


MISSOURI STATE LIFE 


Presents Its Annual Statement 


The year 1926 was in many respects the greatest 
year in the history of the Missouri State Life In- 
year 
marked by the announcement of new rates and 
policies; by improved methods of underwriting in 
the Home Office and by a wonderful spirit of 
friendship and co-operation between the Home 


The Company’s admitted assets increased from 


$61,889,485.52 to $70,554,896.66, an increase of 
$8,665,411.14. 

Free surplus increased from $2,007,979.36 to 
$2,768,875.05, an increase of $760,895.69. 
Insurance in force, including Group, increased 
from $587,586,508.00 to $670,919,561.00, an in- 
crease of $83,333,053.00. 

ew business paid for in 1926 amounted to 
$179,542,912.00, as compared with $136,978,- 
659.00 in 1925, an increase of $42,564,253.00. 


was especially 





state 
Real Estate, Other 


Collateral Loans 


Premium Notes 


miums 


Policies Reinsured 





Admitted Assets 
First Mortgage Loans on Real 


Real Estate Sales Contracts. ; ‘ 
Loans to Policyholders. peas’ 
U. S. Gov’t and Municipal Bonds 


Cash in Banks on Interest... . 
Cash in Banks and Home Office 
not on Interest.......... 


Accrued interest on Investments 
Outstanding and Deferred Pre- 


Due from Other Companies on 


All Other Agsets............ 





Balance Sheet, December 31, 1926 
Liabilities 
Policy Reserves ............ $61,277,817.23 
$38,888,375.75 Policy Claims in Process of Ad- 
1,244,937.86 justment not Due......... 473,675.79 
3,468,694.59 Premiums and Interest Paid in 
940,559.62 PONGKEO 55 6 he eae 564,880.85 
1,190,000.00 Dividends Left on Deposit with 
14,109,628.75 CRON 6. Ss beh ok x 1,051,265.48 
3,802,567.98 Reserved for Taxes.......... 399,268.70 
404,917.94 Contingency Reserve for In- 
2,127,787.26 WOURMNIE is on od be cate a ae 100,000.00 
7 All Other Liabilities......... 445,414.90 
63,753.44 Apportioned for 
1,836,702.29 olicy Divi- 
GGG. 0 ks $1,473,698.66 
2,352,534.51 Capital Stock.. 2,000,000.00 
Surplue’.”: ...... 2,768,875.05 
28,258.00 Surplus for Protection of Poli- 
96,178.67 CUNGHMEE. 5 Fo dca dears as 6,242,573.71 
$70,554,896.66 $70,554,896.66 











Life’ - 








A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident’ - 


Home Office, Saint Louis 


Health - Group 
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The $1,000,000 Insurance On 15 Year Old Boy ILLINOIS LIFE INSURANCE( mH 
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GREATEST Wes 





ILLINOIS 


COMPANY Dal 





F. C. CAMPBELL, SR. F. E. CAMPBELL, JR. 


Frank E. Campbell, Jr., on whose life Mr. Young said that Frank E. Campbell, 
leading undertaker of New York, was 
. . . a firm believer in insurance as it had 
which may reach $1,000,000, is shown in Gree or twice saved his business, and 
the accompanying picture with his had himself broached to Young the sub- 
father and Vash Young, the agent who ject of taking out the insurance on his 
wrote the insurance, which transaction tas pe pay eed pa ol ni el 
was announced at a luncheon given to Campbell family. 

Mr. Young by his policyholders. In Young Campbell is 5 feet, 11 inches 
speaking to The Eastern Underwriter tall, fifteen years old, and has already 


policies were taken a short time ago 














The 
Fifth 


Selling Course 
Of 


20 


Money-Making Sales Talks 
Begins Monday, February 21 
And 
Continues Mondays and Thursdays 


[5.15 p. m.,— 6.15] 





The John C. McNamara Organization 


Managers 


The Guardian Life 


(Established Under the Laws of the State of New York) 
25 Church Street Rector 7501-10 















VASH YOUNG 


shown considerable business and mathe- 
matical ability. He is fond of outdoor 
sports and owns some motor boats. 
The news of the placing of this in- 
surance was not received with any par- M 
ticular enthusiasm by the New York In- 
surance Department. At an insurance ANTS ‘ef ele) ») MEN foot 
convention last week the superintendent AN 8) 
commented on it. While not criticising 
the size of the coverage he wondered if 


C 
this were insurance in its best sense ILL PAY TH EM WEL eh 


which is that of meeting needs. 
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REAL OPENINGS sci 

She 

e 

FOR GENUINE WORKERS on 
—those who know that only intelligent endeavor secures appli- ri 
cations in volume and understand that advancement comes surest seng 
through strong effort, can learn of advantageous opportunities, as h 
either as solicitors or Agency Managers, now awaiting suitable ap- of a 
plicants. Plenty of chances in various parts of the country. T 
UNION MUTUAL LIFE a 

says 

INSURANCE COMPANY ss 
PORTLAND, MAINE ae 

cr: 

= = | has 

THE BERKSHIRE LIFE INSURANCE COMPANY on 
founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial increase Bov 
In new business over 1925. A\ll previous records have been shattered. This great expansion “e 
1s due in marked degree to the splendid spirit of co-operation between the Home Office and the has 
Field Force. busi 
Men contemplatiag entering the life insurance business would do well to communicate with H 
his fine old Massachusetts company before deciding. 
0 

BERKSHIRE LIFE INSURANCE COMPANY vi 

' Pittsfield, Mass. bra 

Ass 


‘What's Ahead ? 


If the answer does not satisfy, learn the advantages of 
contract With Fidelity. More than 36,000 direct leads a: 
year from Head Office lead service. 





Fidelity is a low net-cost Company, operating in fort 
states. Full level net premium reserve basis. Ove 
$325,000,000 insurance in: force—growing rapidly. 








Write for our booklet ‘‘ What’s Ahead ?’’ 
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Two Women Managers 
Appointed In England 


THEY ARE FIRST OF THEIR SEX 





Edith Beesley Representing Southern 
Life Association; Mrs. Betty Bovill, 
British Agcy. Mgr. African Life 





London, January 12—Yesterday an- 
ncuncement was made of the appoint- 
ment of the first woman insurance man- 
ager, and today a second announcement 
of a similar nature has been made. The 
“Daily Telegraph” refers to the former 
thus : . 

“There are very good openings for 
women in insurance provided that they 
will begin at the bottom.” That is the 
view of Miss Edith Beesley, who has 
just been appointed manager of the 
West-end branch of the Southern Life 
Assurance Association. She is the first 
woman to hold a permanent position of 
this kind. ; 

“In proportion as women train and 
make headway for themselves their 
scope in this branch of business will 
grow,” Miss Beesley remarked in an in- 
terview with a representative of “The 
Daily Telegraph.’ “Very few women are 
in it at present, and we are pioneers 
breaking new ground. Every time 1 
meet a Lloyd’s broker I ask him when 
women are going to get in there. I 
feel that eventually they must be ac- 
cepted at Lloyd’s, but their chief prob- 
lem, up to the present, has been lack 
of capital. I shall appoint a number of 
women agents, and have done so in the 
past. In this country professional 
women have dug themselves in pretty 
firmly and are ahead of the American 
women who, however, have gone ahead 
of us in the business world.” 

Miss Beesley began her career at the 
foot of the ladder in 1913, in South 
Africa, where she worked on commis- 
sion as agent for a Canadian insurance 
company. She came to England and ob- 
tained various posts, which enabled her 
to get experience of every aspect of in- 
surance. She spent a year in the city 
acting as women’s advisor to a firm of 
insurance brokers, gaining knowledge of 
accident, sickness, and marine insurances. 
She was the first woman to fly to Paris 
on insurance business in 1920, in the 
early days of passenger flying. En route 
she endeavored to insure a woman pas- 
senger, but had to give up the attempt 
as her prospective client had an attack 
of air sickness.” 

Mrs. Betty Bovill 

Tonight's “Evening News” reports 
“Another Success «in Insurance,” and 
says! 

“There is another woman insurance 
manager in London besides Miss Edith 
Beesley. The second one is Mrs. Betty 
Ferster Bovill, who, for three months, 
has been agency manager in Great Brit- 
tain for the African Life Assurance So- 
ciety. She is the wife of Mr. Forster 
Bovill, the old Cambridge soccer blue. 

“She is smart, young, and witty, and 
has been a conspicuous success in the 

lisiness. 

Her parents intended that she should 
enter the Civil Service, but Mrs. Forster 
Bovill thought the prospects of advance- 
ment there were too uncertain, and she 
branched off into a career of her own. 

“I went to the offices of the Sun Life 
Assurance Co. of Canada as a junior 











year, the trend is upward. 


cessful career. 





The Foundation Is Here 


N building a fine, lasting, structure, one looks to the foundation 
first. For a successful life insurance structure the foundation is 
financial strength. The Guardian, today, ranks as one of the 

strongest of the financially strong companies, due to its consistently 

maintained policy of progressive conservatism. 


Backed by its great financial strength, The Guardian has enjoyed 
an unusual growth in these past several years. New paid business in 
1925 showed an increase of nearly 50 percent over 1924, and again this 


Knowing that the growth of the Company and that of its fieldmen 
are interdependent, The Guardian offers a practical plan of Home Office 
co-operation which insures the greater success of its agents. A complete 
and original training course is provided. A Prospect Bureau that de- 
velops genuine dollar-and-cents prospects is maintained on a basis that 
affords the fieldman upwards of 400 percent profit on the commissions 
derived from this source. Modern methods of advertising, serving both 
the prospect and the policyholder, create and hold good-will. To men 
of the right calibre, The Guardian offers the foundation for a suc- 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 




















typist with the determination to improve 
my status as soon as possible,’ she told 
‘The Evening News.’ 

“‘Soon I was made a clerk, and then 
I was promoted to be secretary to the 
general manager. 

A Chance in the War 

“‘The war gave me my great oppor- 
tunity, and, after the men in the office 
went out, I was entrusted with the most 
important affairs of the company. 

“Tn 1919 I became joint manager of 
a new business department, and sole 
manager in 1922. 

“T have no children, and have thus 
been able to devote my whole energies 
to my business. But I love my home 
life too.” 


INSURANCE BILLS AT TRENTON 


Two insurance bills were introduced 
last week by Senator Wolber at Tren- 
ton, N. J. One bill deals with domestic 
life insurance companies with reserves 
in excess of $500,000,000 to set aside an- 
nually 6% of the increase of such re- 
serve, to a total of 5% of the reserves, 
as a special fund to be used on consent 
of the Banking Commissioner in liquidat- 
ing abnormal mortality losses and to 
cover depreciation of securities. | The 
other bill would permit domestic insur- 
ance companies to invest in foreign 
country. 
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1. Having the Thing That 





See 


AN INVESTMENT 


—is a connection with the 


6 a 6 
Philadelphia Life Insurance Company 
Joy comes from: : 
Will Sell—we have a great variety of policy 
contracts with very liberal features. 
2. Home Office Co-operation. You'll get it. Every help to help you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 


IN HAPPINESS 








A WOMAN’S AD 





Mary K. Browne Runs Page In Country 
Club Paper; Interested Only 
In Life Insurance 

Mary K. Browne, who is associated 
with the William H. Carter agency of 
the Central Life Assurance of Des 
Moines, recently ran a page ad in the 
“Country Club Magazine” of Los An- 
geles containing her picture (she is a 
pretty woman) and announcing that she 
is prepared “to give an efficient under- 
writing service to the public, including 
all regular forms of personal life insur- 
ance, policies for inheritance taxes, cor- 
porations -or partnerships, monthly life 
income, bequest insurance and children’s 
education. E. B. Yoakum will be as- 
sociated with Miss Browne to give serv- 
ice to her clientele. General lines of in- 
surance are not solicited by Miss Browne 
as she is specializing in life insurance.” 





A dividend of 7% on its capital stock 
of $3,000,000, totalling $210,000, was paid 
February 1 by the Life Insurance Com- 
pany of Virginia. On January 1, the 
usual 3% bi-monthly dividend was paid, 
amounting to $90,000. Dividends paid 
throughout 1926 reached a total of 
$540,000. 





Selecting the Proper 
Appeal For Women 


ENDOWMENT A BIG FEATURE 





Sarah C. Joyner, Norfolk Agency, Union 
Central, Writes of Her Experience 
Among Fair Sex 





Don’t ask a woman her age if there 
are other people around! That is one 
of the lessons Mrs. Sarah C. Joyner has 
learned in her seven years’ experience 
with the Norfolk agency of the Union 
Central Life. Some entertaining and 
useful methods of writing women are 
told in an interesting article in the 
Agency Bulletin of the company. 

She writes in part that: 

“Much of my solicitation has been done 
among women, and much of it has been 
done on cold canvass, and I have found 
that ‘the smile that bubbles from the 
heart that loves its fellowmen’ has been 
the best introduction. Once the ice is 
broken, it is not so hard to convince a 
woman that every one, women as well 
as men, needs protection, and that the 
way to become independent is to lay 
up an estate. Protection alone is not 
enough for the average woman, however, 
and I doubt if many policies on the lives 
of women would be written were it not 
for the endowment feature. When you 
can combine the idea of a bond that will 
mature within a reasonable length of 
time, and at the same time give protec- 
tion, you have the ideal combination for 
a young woman. 

Always Use Tact 

“In writing insurance on the lives of 
women I consider tact as one of the most 
important qualifications of an agent. I 
have in mind as I say this a case where 
an agent lost a policy on account of her 
want of tact. I had made several calls 
on a certain young woman, and since 
she seemed determined to postpone her 
decision indefinitely, and since I became 
wearied at her long delay. I gave the 
case up. 

“One day about a year later while I 
was taking lunch she came over to my 
table and asked me to call at her office 
the next day, saying that she had de- 
cided to take some insurance and she 
wanted me to write it. 

“When I left the office she followed me 
out and said: “Mrs. Joyner, you need 
not make any specimen policy, just write 
an application for me at age 29. I said 
25 because the agent who was here a 
day or so ago asked me right before the 
whole office force how old I was, and I 
told her 25 years.” 





FIRST TO QUALIFY IN 1927 


Paul Alexander, Brooklyn manager of 
the Guardian Life, has the honor of be- 
ing the first manager to qualify for the 
1927-28 Leaders’ Club on the basis of 
agency production. During the first 
seven days of the year Mr. Alexander’s 
men paid for $206,500 and the agency is 
having the best month in its history. 
The “Guardian Life Service” in its last 
issue, commends the work which Mr. 
Alexander is doing. Leon Alexander, 
leading producer of the agency, was the 
second highest producer of the Guardian 
Life for 1926. He also holds the lead in 
the standings for the five months of the 
Club Year. 














The Columbian National Life Insurance Company 





BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
character _and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Hi’al- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 





newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 


countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879 








INSURANCE COMPANY OPERATED 
IN A SCHOOL 

New ideas which have a bearing on 

the 


times are 


future welfare of insurance some- 
to be found outside of the in- 
surance business itself, and such is the 
Pattengill High 
School of Lansing, Mich. 

Some one has thought up the brilliant 
idea of teaching as much of the younger 
generation as goes to Pattengill insur- 


case in the Junior 


ance fundamentals by operating in the 
school an insurance company. 

Thus, under the guidance of a teacher 
au “insurance company” is operated 
there on a plan similar to which, in its 
limited range, a real company is con- 
ducted. 

Under the plan, the “Pattengill Insur- 
ance Co.” issues policies to every pupil 
who wishes to protect his books. A pre- 
mium of a penny a week is charged and 
when losses occur, an adjustment com- 
mittee composed of company officers 
meets and judges whether or not the 
claim is legitimate.. If the claim is al- 
lowed, immediate payment is made from 
the accumulated funds. 

Whether the company will eventually 
extend its line to other coverages re- 
mains to be seen, but it is admitted that 
the children are getting some first class 
and first-hand insurance training which 
may stand them in good stead in later 
life. 

Seems like a pretty good idea. 





SURETY COMPANIES AND 
FLORIDA 

insurance 

the importance to the 
business, financial and legal community 
of insurance may see for themselves the 
truth of their doctrine, so far at least as 
Florida is concerned, if a situation cre- 
ated there arising out of an obsolete 
statute enacted in 1885 results in with- 
drawal of twenty-two surety companies 
from transacting business in that state. 
An attempt is being made to revive this 
1885 statute. So serious is the outlook 
that a special committee of the Surety 
Association of America has been ap- 
pointed to visit Florida and confer with 
the state officials, including the gover- 
nor. 


A printed form of agreement received 


Speakers at conventions 


who point out 


Aetna Life Makes 
Several Promotions 


BREWSTER MADE TREASURER 





Lester O. Shriver and Richard L. Place 


Ass’t. Superintendents of Agencies; 





L. O. Kinne Ass’t. Sec’y. 
Vice-President James H. Brewster, 
Jr, of the Aetna Life was last 


week elected treasurer of the Aetna Life 
companies to fill the position left 
vacant by the death of Morgan 
Bulkeley, Jr. 

In the Aetna Life the directors created 
and filled two new positions, elected an 
assistant secretary and confirmed the 
previous appointment of Dr. Parker M. 
Cort; who was elected associate medical 
director. The new positions are both to 
be known as assistant superintendents 
of agencies, and Lester O. Shriver and 
Richard L. Place were elected to fill 
them. The new assistant secretary is 
Lewis O. Kinne. 


Mr. Shriver was appointed instructor, 


in the sales training section one year 
ago, and last November was made man- 
ager of that department. He is a gradu- 
ate of the University of Syracuse and 
for some time was employed as secre- 
tary of the Y. M. C. A. at Wesleyan 
University, Middletown. He subsequent- 
ly entered the employ of Shepard & Co., 
general agents of the company at Hart- 
ford, and was transferred to the home 
office from there. 

Mr. Place is a native of New Hamp- 
shire and was graduated from Harvard 
with the class of 1920. He has had wide 
experience in both the field and at the 
home office, having begun his career 
with the Aetna Life in 1922 as home 
office representative of the group de- 
partment in Boston, serving under Vice- 
President Kendrick A. Luther, who was 
general agent there at the time. 

Mr. Place was transferred to Hartford 
in 1923 and two years later was assigned 
to the Life agency division as agency 
assistant. 

Mr. Kinne, who becomes an assistant 
secretary, was born in Glastonbury in 
1888. He was graduated from the Glas- 
tenbury High School and later com- 
pleted a business training course. He 
entered the service of the Aetna Life 
in 1906. After seven years of various 
clerical duties, he was assigned to the 
policy change section. In 1924, when 
this unit was joined with the policy writ- 
ing section, Mr. Kinne was placed in 
charge of the combined division. 








from the State Treasurer by all surety 
companies calls for the companies to de- 
posit with the state funds or securities 
of an amount sufficient to cover. all 
claims against the companies. This is 
the basic requirement of a statute more 
than forty years old and which has long 
been a dead Its enforcement 
would affect a huge volume of surety 
and 


letter. 


fidelity bonds which are now in 
throughout the state and which 
been a great factor in bringing 
the that 


force 
have 

about 
state. 


great development of 





RECOGNITION OF INSURANCE 

The close link between the trust com- 
pany division of the American Bankers 
Association and the insurance companies 
is again illustrated this week when at 
the meeting of the trust company divi- 
sion of the A. B. A. at the Waldorf-As- 
toria in New York there were a number 
of insurance people on the program, in- 
cluding J. J. Reinhard of Sisley & 
Brinckerhoff, Inc.; Winslow Russell of 
the Phoenix Mutual, and Leon Gilbert 
Simon of the Equitable Society. 

There was considerable discussion of 
business and inheritance tax insurance. 











The Human Side of Insurance 
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C. E. MILLEN 








Charles E. Millen, the newly elected 
vice-president of the American Surety, 
will never forget the thrill he had a short 
time ago on the occasion of his being 
formally presented by President R. R. 
Brown to his associate officers in the 
executives’ dining room. It was the 
realization of a dream he had cherished 
for thirty-nine years. 

It was in 1888 that Mr. Millen entered 
the company as an office boy—at a time 
when the surety business was in a rather 
chaotic condition. He has risen through 
many of the company’s departments, hav- 
ing spent most of his time in the hand- 
ling of fidelity underwriting matters. In 
fact, Mr. Millen toined this department 
in 1900 as an underwriter and in March, 
1925, was made its manager. In his ex- 
ecutive capacity he still retains the su- 
pervision over its affairs. 

Mr. Millen ‘is still receiving the con- 
gratulations of his many friends in the 
business. 





PRIDDY CALLS MEETING 


President W. R. Collins of the Life 
Underwriters’ Association of New York 
announced this week that a letter, signed 
by Lawrence Priddy, has been sent to all 
the managers and general agents of New 
York urging them to attend an impor- 
tant meeting to be held in the Mer- 
chants’ Association rooms in the Wool- 
worth building on Wednesday, February 
23. Its purpose is to discuss the chang- 
ing of endowment and limited payment 
policies to ordinary life. Mr. Priddy, 
who is chairman of a special committee 
appointed to handle this matter, states 
in his letter that the time has come 
for managers and general agents to defi- 
nitely agree what policy shall be pursued 
by them. 





KICK ON BALTIMORE RATES 

Members of the Baltimore Real Estate 
Beard in Baltimore, Md., are clamoring 
for a reduction in fire insurance rates on 
dwelling houses there, and contend that 
unless such a reduction is forthcoming a 
bill will be introduced in the Maryland 
legislature authorizing the insurance 
commissioner to establish rates in Bal- 
timore. 





NEW AGENCY DIRECTOR 
The Continental Life of St. Louis has 
appointed Cornelius J. Shea agency di- 
rector. He started his career twenty 
years ago with the Union Central. 


Miss Mollie Sanford, of Orlo E. Hain. 
lin, agents for the Home Fire & Marine 
and other companies, at Miami, I"lorida 
recently addressed the Florida Unde. 
writers’ Association, the first woman ty 
have appeared on the program of that 
association. She started her carcer jy 
the insurance business in the office of 
the American Surety Co. For five or 
six years she was chief clerk in the in. 
surance office of Bickerstaff, Davis 
Comp7ny of Atlanta, with which Assis 
ont Manager Bickerstaff of the Southem 
Department is connected. For severd 
years pust she has had practically com. 
plete charge of the Hainlin Agency in 
Miami, having jurisdiction over a bus- 
ness approximating a quarter of a mil 
lion dollars in premiums. She also js 
secretory of the Insurance Exchange o 
Miami. 





ASSESSMENTS INCREASED 





Four Hundred Agents of Bankers’ Life 
Give Information to Assessment 
Members 

President Nollen of the Bankers oi 
Iowa has announced in a letter to a 
scssment members that there will be: 
substantial increase in the quarterly a 
sessment beginning April 1, and that ir 
creases may be expected also on all fw 
ture’ assessments. 

Complete information as to why thes 
increases are necessary is being given ti 
assessment certificate holders by for 
hundred Bankers Life salesmen whi 
have been organized as a special unit to 
carry on this educational work. They 
are calling on assessment certificate 
holders, presenting to each a copy of Mr. 
Nollen’s letter, and explaining to the a 
sessment members that they have fot 
many years been receiving their life i 
surance protection under these certif- 
cates at bargain rates. 








DISCUSSES COLD CANVASS 





Donald Keane, General Agent of Mass 

chusetts Mutual, Says It Develops 

Better Agents 

Donald Keane, of the Keane-Patter 
son agency of the Massachusetts Mr 
tual Life, recently addressed the mem 
bers of his staff at the regular Monday 
morning sales meeting. He  discusstl 
the cold canvass for the most part. He 
was of the opinion that the cold canvas 
tends to strengthen the morale of th 
agent and to develop him in other ways 

He said the reason the cold canvas 
method of selling is not used more bf 
agents is that the average life insurant 
agent does not care to exert himself a 
that is just what the straight canvas 
means. He said that a salesman we 
tries this method is in much the sailt 
position, after he has had several di 
couragements, as the Army flicr who 
plane has crashed to the ground. Th 
latter knows that he must immediate 
get a fresh plane and make another tf 
or he is apt to lose his equilibrium. A" 
so it is with a life insurance agent, S# 
Mr. Keane: he must pass right on © 
meet other prospects even after repeat 
failures. He said he believed a man W4 
a better life insurance salesman after 
had experimented with the cold canva* 
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CANADA LIFE BULLETIN 
Herbert A. Jones, New York managt! 
of the Canada Life, is bringing oat, 
monthly bulletin called the “Canada a 
Broadcaster,” -announcing the <iffert 












Mg in 
tart 
§ to 



























forms of coverage and medical undef 








writing. The first number of the bull 
tin appeared last week. The cover 
sign is striking and was designed by ™ 
George Ethridge Company, of 
York, advertising artists. 
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FIRE INSURANCE 

















if A, F, I. A. Transfers 
nt A. B. Penry to Chile 








ed EXPANDING IN SOUTH AMERICA 
a Ass’t Fire Manager in China Going to 
is & Chile to Assist R. E. Beausire, 
vial Supervisor of West Coast 

ar Harry Austin, fire manager of the Am- 
com: erican Foreign Insurance Association, 


-y inf announced last week that A. B. Penry, 
assistant manager of the fire department 
mi-fe of the Association in China, is to be 

i sent to Chile to act as assistant to R. E. 
Reausire. His successor in China has 
p not vet been selected. Mr. Penry is a 
graduate of the Wharton School of Com- 
merece of the University of Pennsylvania. 
He was at one time a local agent in 












Mass 
elops 


-Patter A. B. PENRY 
tts Mv 


Denton, Texas. The transfer of Mr. 
ve mer 


Penry io Chile was owing to the ex- 








MondafM pansion of the business of the Associa- 
liscussellim tion th re. 
part. He R. E. Beausire has been supervisor of 
| canvas the South American West Coast of the 
e of th Association for the last five years. Pre- 
ier WaySMMVious to that he was manager in Chile 
canvas@tor the Liverpool & London & Globe 
more bf and later was manager of the Condor. 
nisuranegthe Association has a controlling inter- 
nself allMest in the Condor and the Italo-Chileno 
 canvasilithrough the Condor. 

nan WHR Mr. Beausire is manager and a direc- 
the salt@itor in both companies. He is an Eng- 
veral dis lishman and has an uncle who is a direc- 
cr whof@or in the Royal. The Beausire family 
nd. _ The has been active on the West Coast of 
mediatl/South Ameria for years. Another uncle 
other {et Mr. Beausire has been settling agent 
ism. AMEE all the American marine companies 
gent, sallmend Lloyds in Peru. 
cht on tf 
"ree VIRGINIA RATE PROBE 

af . 
ner by Probe into fire and casualty rates with 


View of 
NY diser 
Irgini 





determining whether there is 
‘mination against the people of 
nla as compared with rates prevail- 


d canvas 
































TIN s m adjacent states is scheduled to 
~ manage a the first week in March, accord- 
ing out 4 - Pouncement by Walker C. Cot- 
nada Li 0 Richmond, secretary of the com- 

differetl ie a delegated with authority by the 
-al under a assembly of Virginia to conduct 
the bull. “ ‘nvestigation. The specific date 
cove anced te the inquiry will be an- 
red by ey : shortly. According to Secre- 

of Nee.” ~Sttrell, who is a well known Rich- 





ond 








coal dealer, sufficient information 
* — bearing on the rate situation 
wready been gathered. 




















Alexanders An Active | 
Family in Insurance 


SIX BROTHERS IN THE BUSINESS 





Wm. F. and Charles B. Head Alexan- 
der & Alexander, with Offices in New 
York, Baltimore and Tulsa 





A brokerage concern which has been 
attracting considerable attention in 
higher insurance circles by reason of the 
extent and size of its accounts and its 
progress is Alexander & Alexander, 
Baltimore and New York City. Alex- 
ander & Alexander handle several large 
railroad schedules, oil accounts, coal 
accounts and also the insurance of some 
nationally known industries. The prin- 
cipal members of the firm are William 
F. Alexander and Charles B. Alexander, 
who began their apprenticeship in the 
business in the office of their father, 
Richard A. Alexander, who lived in West 
Virginia. 

The father died when these men were 
very young and they naturally found 
their vocation in the insurance business. 
There are six brothers in all, who have 
in some manner or other been interested 
from time to time and active in the in- 
surance business. 

William F. Alexander and Charles B. 
Alexander some thirty years ago began 
business as Alexander & Alexander at 
Clarksburg, W. Va. They moved there 
at the time when this small town began 
to enjoy the benefits of the natural re- 
sources of coal, oil and gas, which gave 
contact with concerns doing business 
generally throughout the country. 


Open Baltimore Office 


As a result of this growth, twelve 
vears ago William F. Alexander moved 
to Baltimore and opened the Baltimore 
office of this concern; later on Charles 
B. Alexander moved to Baltimore and 
took charge of the Baltimore office. Fol- 
lowing this the New York office was 
opened and William F. Alexander moved 
to New York. The business at Clarks- 
burg, W. Va., has been successfully 
maintained An office has been in exist- 
ence in Tulsa, Okla., for some years, 
which office is engaged in the local busi- 
ness and offers service to some of the 
large accounts handled in the Middle 
West. 

When this firm secured the Chrysler 
account an office was opened at Detroit 
for the handling of this business. This 
was an unusual venture and put through 
the office of this firm a large volume of 
automobile insurance, involving upon 
Alexander & Alexander the entire man- 
agement throughout the country of the 
underwriting and loss adjustment. This 
account was successfully handled and the 
scheme would probably have been con- 
tinued and extended except for legal dif- 
ficulties encountered by the insurance 
ccmpany and the local dealers of the 
Chrysler Corporation. 
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rLOMIE SWEEN OMe 


(Log Cabin Products Company) 


Be it ever so humble in appearance there’s some- 
thing about a Home policy that has endeared it to the 
hearts of many thousands of home owners in this coun- 


try of ours. 


LY 


Without it, his home toiled and labored for, might 
have been taken from him by fire or wind. But with it 


he has replaced that which was lost. 


Yes—there’s 


something about it that “makes Home Sweet Home.” 





THE HOME 





BOSTON FIRE PREMIUMS 

Boston fire premiums for the last half 
of 1926 totaled $4,026,553, a decrease of 
about $240,000 compared for the same 
period of 1925. Total premiums for 1926 
were $8,888,451, compared with $9,034,532 
in 1925. For the last six months of last 
year the Hartford led with premiums of 
$97,347, with the Home, Royal, Globe & 
Rutgers and Aetna following. 














STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL F ; 
PREMIUM RESERVE . 
OTHER LIABILITIES 
NET SURPLUS : ‘ ° 
TOTAL ASSETS. ° ° 








Statement December 





31, 1925 
‘ ° $1,000,000.00 
ee 610,292.51 
eG eg, 95 135,010.00 
heft ged bea 1,251,747.80 
Laat 
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COMPANY 


NEW YORK 





G. & R. 1926 STATEMENT 





Another Excellent Showing Made, With 
Assets of $71,740,996; Total 
Surplus $29,110,575 

The Globe & Rutgers, one of the lead- 
ing American fire insurance companies, 
and an institution which has attracted 
wide attention during the last quarter 
of a century by virtue of its spectacular 
advance in the fire field. has issued its 
1926 financial statement. The remarkable 
gains are again in evidence. The com- 
pany now has assets of $71,740,996, rep- 
resenting a gain of $3,818,900 over 1925. 
In 1899 the assets were $529,282. The 
unearned premium reserve equals $21,- 
162,599, making an increase of close to 
$900,000 during the last year. 

The current statement, after setting 
up reserves of $8,362,821 for losses in 
process of adjustment, $7,100,000 for 
commissions and other items, $1,005,000 
for taxes and $5,000,000 for depreciations, 
shows a net surplus beyond all liabili- 
ties of $25.610,575, which with the $3,- 
500,000 capital gives a surplus to policy- 
holders of $29,110,575. These figures are 
rather startling when compared with the 
net surplus of $2,028 enjoyed by the cor- 
poration at the time of its consolidation 
by the present management in 1899, 
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An Ideal Reinsurance 
Treaty in British Eyes 


SAYS POOL IS_ IMPRACTICAL 





Essential Rules Given for Making Re- 
Insurance a Profitable and Satis- 
factory Business 





What is the ideal reinsurance treaty? 

A writer in “The Policy-Holder” of 
London gives his ideas of the model con- 
tract in the current issue of that paper 
which is entirely devoted to reinsurance. 
His views follow: 

The past and present position of re- 
insurance; the general principles of re- 
insurance treaty business; and some 
common errors and dangers which are 
now to be found, have thus far been 
dealt with. It remains to attempt brief- 
ly to sketch the main points of the ideal 
treaty. 


Idealism is usually coupled with im- ° 


practicability ; yet to be practical is sure- 
ly a business ideal. 
The suggestion that there should be a 


pool into which all the treaty reinsur- 
ance of tariff offices should be thrown 
has long ago been discussed and dis- 
missed as unsound. The suggestion, 
however, has again been taken up as a 
kind of forlorn hope by the man in the 
reinsurance street. Is a pool practical 
today? The answer is “no,” and for 
the following reasons: 

(1) It entails a centralization of the 
reinsurance business. It is decentrali- 
zation, on the contrary, that is needed 
in every section of the fire insurance de- 
partment today. Centralization_ causes 
loss of time, and frequently of efficiency. 

(2) The machinery of such a system 
would be a complicated and expensive 
affair. Every ceding company has its 
own particular method of arranging its 
quarterly business. To manage a pool 
successfully, every office would have to 
ccme to some kind of uniformity of 
work. How is this going to be done? 

(3) Even supposing that such unifor- 
mity could be attained, if any link in the 
intricate chain of sub-reinsurance were 
brcken, to mend or replace it would be 
an exceedingly awkward proposition. 

We must build up our ideal treaty, 
therefore, on broad lines, so that the 
principles underlying it can be adopted 
by all tatiff offices. The following points 
are obvious: 

(1) The ceding company must be con- 
fident of the financial soundness and in- 
tegrity of every reinsurer on its treaty 
list. 

(2) The ceding company should en- 
deavor by every means in its power to 
make its contract a profitable deal for 
the reinsurer. 


Essential Rules 


What does the second axiom imply? 

Before attempting to answer that ques- 
tion, let us revert to a previous conten- 
tion that treaty conditions have been 
made harsher since the war. The fact is 
that ceding companies are at their wits’ 
end to make more money. Hence the at- 
tack on the reinsurance companies. Yet 
there is a far better method; let the 
ceding companies raise their retentions. 
A mere glance at results will show how 
wasteful the companies have been in the 
past; how recklessly they have paid 
away reinsurance gross premiums. 

We will assume that the ceding com- 
pany has increased its retention on 
piofitable business. The need for rein- 
surance still remains—reinsurance that 
shall be profitable to the reinsurer. 

The following rules may be regarded 
as essential to make a treaty economical- 
ly sound for the ceding company and 
profitable for the reinsurer. 

(1) The treaty should, of course, fully 
protect the ‘ceding company against 
every possible contingency. To effect 
that is a mere matter of detail. 

(2) A reinsurer cannot build up a 


great and successful business if it has 
to pay 30% and over in commission. 
The maximum should be 27%%. 

(3) Profit commission might be 10% 
in the case of an ordinary commission of 
2714% ; and 20% in the case of an ordi- 
nary commission of 25%. If the ceding 
company is a loser on results, it is still 
the gainer in the increased stability of 
the reinsurer. 

(4) The advantage of a deposit as 
opposed to the premium reserve has been 
referred to. 

The Bordereaux 

(5) The difficulty of bordereaux has 
also been dealt with. The ceding com- 
pany would, of course, have to write 
bordereaux which could be open to in- 
spection at any time by the reinsurer. 
But to send bordereaux without prelim- 
inary advice lists does not appear to be 
a very sound proposition, and few com- 
panies would dream of writing these pre- 
liminary advices today. An adequate 
statement of retentions is all that a ca- 
pable reinsurer really needs. It can find 
the will and the way to arrange satis- 
factory treaties on that basis. 

(6) There should be uniformity of ar- 
rangement with regard to every reinsur- 
er on a treaty list. If a reinsurer is not 
prepared to accept a treaty “in toto,” 
terminate negotiations. There is far too 
much fencing on the part of foreign re- 
insurers nowadays. Ceding companies 
should be firm on this point for the sake 
of their book-work. 

(7) Let the general treaty be for as 
many retentions as possible. This will 
give every reinsurer a fair chance of re- 
ceiving an adequate share of gilt-edged 
business. 

(8) The treaty should be so worded 
that the reinsurer becomes automatical- 
ly liable for its share of reinsurance over 
the ceding company’s normal retention 
as soon as the latter’s liability com- 
mences. Cases might easily arise when 
the delay of a few hours would hit the 
ceding company badly. 

(9) If possible, the names of the same 
reinsurers should appear on the treaty 
lists of both home and foreign depart- 
ments. It would be advantageous to have 
one general world-wide treaty, but the 
circumstances of ceding companies dif- 
fer, and it might not be convenient to 
arrange this. : 

(10) The duration of the treaty should 
be for a term of years, with power to 
alter in the event of a financial crisis. 


INDEPENDENT FIRE FIGURES 








Wrote $443,044 in Premiums Last Year, 
Compared With $153,220 in 1925; 
$73,500 Trading Profit 
The Independence Fire last year wrote 
net premiums amounting to $443,044 
compared with $153,220 in 1925. Ex- 
penses, commissions, taxes, inspections 
and other expenses totaled $217,009 and 
losses incurred, including unadjusted 
claims, were $152,482. A trading profit 
of $73,552 remained after making provi- 
sion for all expenses and losses of the 
year, but the great increase in premium 
income, which was nearly trebled in vol- 
ume, demanded a heavy increase in pre- 
mium reserve, to which account has been 

transferred $219,860. 

Admitted assets total $876,214. Assets 
increased during the year by $143,183.61 
and the capital and surplus at the end of 
the year amounted to $486,731.67. Inter- 
est earnings amounted to $36,318.77, com- 
pared with $21,562.67 in 1925; and, with 
miscellaneous income, total revenue dur- 
ing 1926 amounted to $479,981.59, being 
an increase of $291,066.94 over 1925. 

During the year the company’s agency 
organization was further developed to 
256 agents throughout 23 states and the 
District of Columbia. 





A. B. CARR INCORPORATES 


A. B. Carr, general agent at Norfolk 
for some time for the Hampton Roads 
Fire & Marine and other companies, has 
incorporated under the style of A. B. 
Carr & Company, with himself listed as 
president and W. M. Carr as secretary. 
E. P. Huffman is vice-president. 





Gets 21 Assureds To 
Install Sprinklers 


EXPERIENCE OF LOCAL AGENT 





W. M. Goodwin, Bethlehem, Pa., One of 
Those Who Believe Sprinklers 


Increase Agents’ Income 





W. H. Goodwin, of Bethlehem, Pa., 
head of the insurance agency bearing 
his name and one of the best known 
agents in the state, having been presi- 
dent of the large Pennsylvania Insur- 
ance Federation, is a strong booster of 
automatic sprinkler systems. During the 
last few years he has sold the idea of 
such protection to twenty-one assureds 
in Allentown, Bethlehem and _ other 
nearby cities, and is continually talking 
this type of service to his clients. 

The automatic sprinkler is clearly a 
great aid both to the property owner 
and to the agent, for, although the lat- 
ter may see the fire rate and premium 
cut by virtue of the reduced hazard, he 
more than likely sells much more new 
business because of his increased repu- 
tation for giving service to his assureds. 

Speaking of his success with the’ auto- 
matic sprinkler idea as a medium for in- 
creasing his insurance sales Mr. Good- 
win says: 

“A number of the equipments were in- 
stalled in theatres and department 
stores, located in congested areas, and 
undoubtedly this has prevented a num- 
ber of serious fires. 

“In many instances I have had to work 
for several years before I could interest 
an owner in automatic sprinklers, and in 
quite a number of instances architects 
were opposed to the installation in new 
buildings because they didn’t realize the 
necessity of protecting contents regard- 
iess of the type of building construction. 

Interesting School Boards 


_ “More recently I have been trying to 
interest our school boards in the installa- 
tion of automatic sprinklers in the base- 
ments and halls of their old style build- 
ings. By these means I have not only 
increased my business, but I feel that 
! have made a contribution to the com- 
munity as well.” 

Undoubtedly property owners in AI- 
lentown and Bethlehem think so too, else 
the business and reputation of W. M. 
Goodwin, Inc., would not be increasing 
at a rate that has attracted more than 
passing attention. Mr. Goodwin’s state- 
ment that he has been instrumental in 
having sprinklers installed in risks in 
congested areas is especially interesting 
in that it suggests that agents serve 
themselves when they serve the com- 
munity. 

Sprinkler protection, be it understood, 
does not prevent the start of fires. They 
are inevitable, and happen when least 
expected. But it does hold them in 
check because “when the fire starts, the 
water starts, and the fire goes out.” A 
glance at the latest annual statement of 
the Underwriters Bureau of New Eng- 
land is sufficient to show what a differ- 
ence there is between being “sprinklered 
and not-sprinklered.” Of 793 fires last 
year within the Bureau’s jurisdiction, the 
average loss per fire in unsprinklered 
risks usually not so large nor valuable 
as sprinklered risks was $23,820; in 
sprinklered risks, which were more nu- 
merous, the average loss per fire was 
only $3,831. 


Six to One Odds in Favor of Sprinklers 


This makes the odds over six to one 
in favor of the business man who has 
been smart enough to sprinkler his 
building. Insurance companies recognize 
this, as proved by the fact that the in- 
surance rate is reduced from 50 to 90% 
after automatic sprinklers are installed. 
This is a big “talking point” for the local 
agent; more and better, he can tell his 
clients and prospects that there are rep- 
utable sprinkler manufacturers and 
finance companies which will install an 
automatic system and take their com- 
pensation out of the insurance premiums 


saved the owner during the first five or 
six years. 

Short-sighted, there are some agents 
who hesitate to go to the best risks on 
their books with a plan that will reduce 
the rate from $1.96, say to 29 cents, 
Quite obviously there will be a consid. 
erable reduction in the commission ae. 
count; but more progressive agents 
throughout the country say the reduc. 
tion in their incomes continues for only 
a short while, and that the assured ap- 
preciates so much his increased protec. 
tion at decreased cost that he turns over 
to the progressive agent most of his 
other lines. 

On the other hand, agents who are 
slow about showing the client that they 
place his interests ahead o1 their own 
are apt to lose the business to some 
more progressive competitor. 

“The hail-fellow-well-met type of in- 
surance agent,” a property owner told 
a gathering of local agents some time 
ago, “is finding it increasingly difficult 
to get and hold accounts by reason of 
his ability to order a good dinner, tell 
a good story, or play a good game of 
golf.” Business is business with success- 
ful firms and corporations; and more 
and more they are entrusting their in- 
surance interests to the agent who rests 
his case on his knowledge of the busi- 
ness—his ability to analyze his custom- 
ers’ requirements; and supply them with 
coverage that exactly fits.” 

If the assured is reluctant to withdraw 
cash from his business to pay for the 
sprinkler system, the agent will find no 
difficulty in putting him in touch with 
companies who will pay for the install- 
tion of sprinklers under a plan whereby 
the savings in insurance premiums wil 
finance the cost of the system (in nearly 
every case) within five or six years. 
After that the assured can keep in his 
own pocket each year the insurance sav- 
ings effected by reason of his having his 
business under the protection of the bes 
known guardian against fire. 





REEVE PROTESTS N. J. SCALE 


_ Arthur D. Reeve, head of a local fire 
insurance agency in Newark, N. J., last 
week wrote the companies in his agency 
asking .them not to vote for the adop- 
tion of the proposed E. U. A. commis 
sion scale for New Jersey. He stated 
that the agents in Newark and Hudson 
county preferred the present scale 
commissions or at least 25% flat anl 
10% contingent; a limit of two agenls 
to each company; that all policies 0 
Newark property be written throug! 
Newark agencies; that the branch offic 
of a foreign company be considered ott 
of the agencies to which the compalj 
is entitled; that the local companies al 
branch offices be admitted to member 
ship in the board; that brokerage & 
limited to not exceeding half the agent 
commission. Mr. Reeve contends thaté 
broker needs 15% and an agent 1% 
or at least 25% in all. 





NORTHWEST PROGRAM | 

When the fifty-fifth annual meeting “ 
the Fire Underwriters of the Nott 
west is held in Chicago on March | a 
2 at the Hotel La Salle there will? 
a fine list of speakers present to addres 
the convention sessions. F. L. Britt! 
Kansas State agent for the North Br! 
ish & Mercantile, and retiring presi 
of the organization, will preside. 
Barbour, United States manager of ™ 
Northern Assurance, Chauncey » 
Miller, publicity director of the No 
British; Frank L. Gardner, pre:ident 
the National Association of Insuram 
Agents,and Frank L. Mulholland, ? 
president of the Rotary International' 
Toledo, Ohio, will talk. 





E. D. TUPPER MARRIES | 
Edward D. Tupper, Virginia spe 
agent for the Home of New York, ® 
merly of Atlanta, and Miss Madely 
Elizabeth Davis, daughter oi of 
Davis, prominent business man of Rie 
mond, were married this week. 
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om THE COMPANY WAS INCORPORATED 
: UNDER A CHARTER GRANTED BY 
- : THE LEGISLATURE OF THE STATE OF 


WISCONSIN ON FEBRUARY 15th, 1852. 








( : ITS HISTORY SHOWS SEVENTY-FIVE 5 l 

YEARS OF PROGRESS AND A LONG, 
HONORABLE AND SUCCESSFUL RE- 
CORD OF SERVICE AND OF STRENGTH 
ATTAINED. 


FRAT PA 


Ws TO OUR AGENTS, EMPLOYEES AND 7eExM 
: FRIENDS TO WHOSE LOYAL EFFORTS 
THE SUCCESS OF THE COMPANY IS 
DUE, OUR MOST SINCERE THANKS 
ARE EXTENDED. 
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MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


TIME-TEMPERED STRENGTH, SECURITY AND SERVICE 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


WELLS T. BASSETT, Vice-President and Secretary 


JANUARY Ist, 1926 STATEMENTS 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ASSETS LIABILITIES CAPITAL_ NET SURPLUS POLICYHOLDERS 
$21,285,738.13 $9,955,309.55 $5,000,000.00 $6,330,428.58 $11,330,428.58 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 
$5,800,834.29 $3,461,203.02 $1,000,000.00 $1,339,631.27 $2,339,631.27 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY’ OF PHILADELPHIA, PA. 
$4,478,484.10 $2,971,049.18 $600,000.00 $907,434.92 $1,507,434.92 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





$5,508,164.57 $4,071,227.38 $1,000,000.00 $436,937.19 $1,436,937.19 


ORGANIZED 1871 


SUPERIOR FIRE INSURANCE C0., OF PITTSBURGH, PA. 
$4,872,321.76 $3,197,308.18 $1,000,000.00 $675,013.58 $1,675,013.58 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 
$6,564,842.84 $4,763,794.03 $1,000,000.00 $801,048.81 $1,801,048.81 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


$915,931.65 $72,839.60 $300,000.00 $543,092.05 | $843,092.05 





TOTAL OF ASSETS TOTAL OF LIABILITIES TOTAL NET PREMIUMS 











$49,426,317.34 $28,492,730.94 $22,498,413.63 


HOME OFFICES 
NEWARK, NEW JERSEY 


PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 








WESTERN DEPARTMENT PACIFIC DEPARTMENT 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
_ 844 Rush Street 60 Sansome Street 
CHICAGO, ILL. SAN FRANCISCO, CAL. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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C. R. Perkins 25 Years 
With North British 


Is HONORED BY MIDDLE STATES 





Presented With Fine Desk and Equip- 
ment at Luncheon Here; Agents 
Send in New Risks 





Charles R. ‘Perkins, assistant United 
States manager of the North British & 
Mercantile, and vice-president of the 
Ccmmonwealth, Mercantile and Penn- 
sylvania, on Tuesday of this week cele- 
brated his twenty-fifth anniversary with 
the North British group of companies. 
The main feature of the occasion was a 


luncheon at the Down Town Club -in 
New York, given to Mr. Perkins by 
feld men of the Middle States and 
members of the Middle Department 


staff at the home office. At the luncheon 





C. R. PERKINS 


at which United States Manager Cecil 
F, Shallcross and Assistant Manager 
Charles E. Case were also present as 
guests, Mr. Perkins was presented with 
a fine house desk and chair together 
with desk equipment. 

Agents in New York, New Jersey 
and the Middle Department territory 
which Mr. Perkins has managed for a 
good many years, sent in a large amount 
of excellent new business in honor of the 
anniversary and also sent him bouquets 
of flowers which covered his desk on 
Tuesday morning. The Middle Depart- 
ment representatives, as well as his as- 
sociates at the home office, hold Mr. 
Perkins in the highest esteem. He is 
avery popular executive, in addition to 
being capable. With the exception of 
the years of the Baltimore conflagration 
and the Black Tom Island, N. J., dis- 
aster, the Middle Department of the 
North British group has shown consist- 
tnt development and profits under the 
experienced management of Mr. Perkins. 

Advice to Younger Men 


Mr. Perkins has been in insurance 
nearly forty-four years. On the occa- 
Sion of his fortieth anniversary in fire 
Insurance, in the Spring of 1923, he had 
this to say to the younger generation of 
f€ insurance men which is seeking to 
gain the same measure of success which 
has crowned Mr, Perkins’ efforts: 
Having started as a file clerk, and 
coming through the various grades to an 
fxecutive position, I have a strong feel- 
ing of interest for the juniors, who are 
‘ming to become future executives. 
th were to pick out one word in 
e English language as a keynote to 
success ‘for either the boy or man in the 
euratice business, it would be that of 
Neroughness.’ A lack of this trait, I 
we i Say is more largely responsible 
rors that have cost insurance com- 
ma? teal money than any other one 
od that I can think of. Much has 
ie said and written as a guide to our 
hi §.men in the business; some of 
lich.will bear repetition in my opinion.” 







































MR. ZERO’S TALK BELOW ZERO 





Was Guest of Honor at Monthly Dinner 
N. J. Special Agents; Rises to 
Speak, Then Refuses 


More than 100 members of the New 
Jersey Special Agents’ Association gath- 
ered at the Elks’ Clubhouse in Newark, 
N. J., Monday evening to attend the 
monthly dinner of the association. 

The announcement that Mr. Zero, 
whose real name is Urbaine Ledoux, who 
has been aiding the needy along the 
Bewery in New York City for many 
years, was going to talk on “Old Bucks 
and Lame Ducks,” a glimpse of the life 
of the unfortunates in this world, made 
the members feel that they were going 
to listen to one of the most humanitarian 
addresses they had ever heard. 

When F. W. Lau, president of the as- 
sociation, who presided, called for order, 
he stated that he did not think it neces- 
sary to say very much about the speaker 
of the evening as everyone present knew 
or had heard of his good work. 

As Mr. Zero rose to speak he was met 
with a hearty round of applause which 
he acknowledged with a smile and bow. 
After a few moments of silence he said, 
“I am here tonight as you see. I am as 
independent as anyone, even those who 
go to the Waldorf-Astoria Hotel, and. I 
do not intend to ask you for one penny. 
I could tell you all considerable tonight, 
but I won't,” and then he sat down. 

The members, thinking for the mo- 
ment he had been taken suddenly ill, 
waited for a few seconds, but when they 
sew Mr. Zero leave the room, decided 
he had finished his speech, and the 
meeting adjourned until March 14. 

Just why Mr. Zero refused to speak 
cculd not be learned either from Mr. 
Lau or Mr. Zero himself, but the gen- 
eral consensus of opinion was that he 
was not feeling well and knowing that 
he could not do justice to himself and to 
the large gathering, he decided not to 
go on. 





HAIL AND TORNADO BILL 


A bill introduced into the Oklahoma 
senate and referred to the senate com- 
mittee seeks to regulate hail and tornado 
insurance companies, providing that they 
must have general agents in the state or 
pay a fine of $1,000. 











O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Hire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 














HIS 33RD ANNUAL MEETING 





General Agent Frederick F. Buell 
Attends Agricultural Gathering at 
Watertown, N. Y., As Usual 
Frederick F. Buell, of Troy, N. Y., 
general agent in charge of field opera- 
tion in this state for the Agricultural 
Insurance Co., has just attended his 
thirty-third consecutive annual meeting 
of the stockholders. It is a record of 
unbroken attendance at the stockholders’ 
meetings since he became a representa- 

tive of the company. 

Mr. Buell spent five years at Pasadena, 
Cal., from 1886 to 1891, part of the time 
as assistant postmaster. Returning to 
Troy in 1892 he entered the insurance 
business, and in 1894 became a represen- 
tative of the Agricultural. His territory 
now includes New York State, and ten 
men cover the territory he once covered 
in New York and Pennsylvania. 

Mr. Buell is one of the best known 
citizens in Troy, a charter member of 
the reorganized Troy Citizens’ Corps, in 
which he has been interested since its 
reorganization. Mr. Buell’s father was 
the first man in.the Troy section to re- 
ceive telegraph by ear and was a noted 
figure in telegraphy in that part of the 
state. 





AUTOMOBILE PROMOTIONS 





E. E. Cammack Elected Vice-President; 
R. D. Sibley and H. N. Smith 
Assistant Secretaries 

E. E. Cammack, vice-president of the 
Aetna Life, has been elected vice-presi- 
dent of the Automobile of Hartford. 
He was placed in charge of the affairs 
of that company last year following the 
resignation of Charles H. Remington, 


and later brought on Alfred Stinson 
from Chicago to become an officer of the 
company and to direct the underwriting. 

D. R. Sibley was elected an assistant 
secretary of the marine department and 
Harry N. Smith was made assistant sec- 
retary of the fire department. Mr. Sib- 
ley came to the Automobile in April, 
1920. He was born in Providence in 
1894 and, after his graduation from the 
schools of that city, attended Brown 
University. Upon leaving college in 
1915, he entered the employ of the Provi- 
dence Washington of Providence. When 
he joined the Automobile five years la- 
ter it was as underwriter for the inland 
marine department. He was made man- 
ager of that department in 1922. 

Mr. Smith began his association with 
the Automobile in 1916, coming from the 
Scottish Union & National, where for 
eight years he had served in an under- 
writing capacity. He was born in Burn- 
side in 1889 and attended the schools of 
East Hartford. Mr. Smith,.in addition 
to his knowledge of home office affairs, 
has had wide experience in the field. 





ARTHUR D. POLLOCK RETIRES 


Arthur D. Pollock, a member of the 
fire insurance agency of Darby-Pollock 
Corporation, and well-known in local in- 
surance circles. for many years, retired 
from the agency this week. The agency 
will continue under the present title with 
David M. Darby in charge. Started 
about five years ago under the title of 
Kimball & Pollock, Inc., the agency went 
under that name until Mr. Kimball re- 
tired nearly two, years ago to devote his 
time to the brokerage end of the game. 
Mr. Darby then joined the organization. 
Mr. Pollock has not yet announced his 
future plans. 
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GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE INSURANCE CO. 


of Paris, France 


EAGLE STAR & BRITISH DOMINIONS 
INSURANCE CO., Ltd. 


of London, England 


Underwriting Service Throughout The United States 
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|Rough Riding 
Ahead For You? 


HAT largely depends upon the company in which you place your Automobile Insurance. 

Some insurance agents are having rough riding now and some have it ahead of them. 

The wise agent is enjoying his Automobile Insurance business, he is going along pleasantly 
and profitably—an easy riding proposition on a smooth —_ 
road. Agents who have not been particular in their 
choice of a company, and others who have chosen be- 1 
cause of price and not reputation, have rough riding | I. N. SURE & 
ahead that will shake previously made profits out of OBSERVATIONS 
their pockets. 




















There are many reasons why Automobile Insurance 
business should be a leading profit maker in every office. 
There is no reason why it should be a trouble line. Are 
you acquainted with the London Guarantee’s “Gold 
Guarantee” Automobile Policy? Find out about this 
splendid policy and the service behind it. Ask to see 
the “Gold Guarantee” Portfolio, containing the most | 
complete selling plan and finest advertising material SOME MEN JUST HOPE AND WAIT 
ever developed for Automobile Insurance. A note to Back in a small New England town lived 


a = who conducted a small panne goal 

. ® - in usiness. His product was a good one 
the Agency Department will bring you details at once. Beard nenenroms hose yyy A ry 
torious, but his efforts to push it amounted 
to little. 

With the starting of each day this man 
resumed his business with much the same 
mental attitude as that of the man who 
taps the maple tree, sets his pail and 
gratefully takes what nature gives him. In 


Head Office: 55 Fifth Avenue, NEW YORK all the years he did nothing to make ‘his 


business yield more sap, and as he did not 


New York Office: 90 Mai d en Lan e cultivate neither did he plant. 


Year after year Fe cat ig oe year a 
p ing him a modest living for himself and his 
C. M. BERGER, United States Manager family. When business was good he was 
thankful; when business was dull he trusted 
to Providence and patiently awaited a re- 
vival. Whatever the business trend, he ac- 
cepted it with an immense mental calm. 





Not to anyone’s knowledge did it ever occur 
to him to forge his way to increased sales— 
to bigger success. 

Think it over. What are you doing? 
Where are you going? Are you merely 


tapping the maple and supinely awaiting 
the circumstances by which you “hope” to 
arrive, or are you planting maple trees, 
forming substantial alliances and organizing 

to reach the goal of greater success? 

FIRE IS HOT STUFF 
When he was a baby the folks said, 
“burny, burny,” but he never was really 
sold on the idea that fire was hot until he 
; got burned. All through his boyhood sound 
r 
‘ io it ¢ 








advice often went unheeded until a hard 
knock or burn sent the truth home. Now, 
as a man, he is still at it—indulging in the 
fallacy that some few people know a magic 
plan for furnishing insurance cheaper than 
all the others can. 

Fire is hot stuff—the wise man learns 
that from the experience of others, the fool 
gets burned. 
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Stanley Steamer First Car Insured 


N a day early in June, 1902, in the more than that, we want to help our pres- 
office of the Boston Insurance Com- ent agents increase their premium incomes. 
pany, a pen was dipped in ink and a If we cannot prove to our agents that we 

historic document was signed. The first can give them better service, more business- 

Automobile Insurance policy written in building ideas and more intelligent help 

America was in force! than they can get from other companies, 

It cast a mantle of protection over the oe ne oo phar rote ae ee seo 
et rater gem of early automotive ness. To accomplish this we publish a com- 
‘“ pany magazine, ‘‘The Accelerator.”’ 


Since that memorable day, June 2, 1902, In every issue of “The Accelerator” 


to be exact, when we assumed the risk on throughout 1927 you will find interesting 


econ a er Scones comeneamei) —, articles by leading automobile manufact- 


ly days of that in- 
followed the trail blazed on that day. urers, telling of the ear 
Automobile Insurance, commencing with dustry and showing how the introduction 
the writing of that first policy, has been of Automobile Insurance has contributed to 
a vital accompaniment of the automobile pono growth. These articles, written espe- 
itself. ally for this magazine, together with 
others on the development and selling of 
We want more agents for our Automobile Automobile Insurance, will lend tremen- 
Department; every company does. But, far dous strength to insurance sales work. 





ter the 
tnds to 
Aside 

nflagra 
curred 
ason o 
used g 
veral a 
Sses in 
it of pr 
SS Writ 
A grea 
Te-arr 
nM the 

Nuine 

dition 
gk the 

ents Ww 
Refere: 
lat the 
st year 
me an 
ANeise, 
Ss wh: 


If you would like to have a sample copy of THE ACCELERATOR bsidiar 
write to our Advertising Department Ac 


Boston Insurance Company 


Old Colony Insurance Company 
87 Kilby Street Boston, Massachusetts 
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artford Fire Wrote 
$52,841,000 Last Year 
NDERWRITING WAS CURTAILED 
President Bissell Tells of Underwriting 


Conditions; Future Appears Much 
More Favorable 





Fire insurance companies on_ the 
hole probably sustained an underwrit- 
ng loss on their 1926 operations accord- 
ng to President Richard M. Bissell of 
he Hartford Fire, who last week ad- 
Hressed the annual meeting of stock- 
holders of the company in- Hartford. He 
lo stated that for the last five years 
ompanies belonging to the National 
board of Fire Underwriters had showed 
trade loss of about 444% of the under- 
titing income, or approximately $121,- 
000. This figure does not include 
nderwriting losses of 1920. : 
Qn account of this unfavorable condi- 
fon in the fire field the Hartford, Mr. 
Bissell said, last year curtailed its under- 
iting to a considerable extent. As a 
esult the company’s premium income 
howed a reduction last year of some- 
hat over $8,000,000. While this reduc- 
jon inevitably brings about a sudden 
wt temporary increase in loss and ex- 
ense ratios, it also releases funds from 
serves, reduces the company’s commit- 
ents in conflagration districts, and per- 
its the adoption of a much more rigor- 
Ws underwriting policy, which means a 
uch more careful selection of business. 
William Maxwell, secretary-treasurer 
f the Hockanum Mills Company of 
cckville, Conn., was elected a director 
{ the Hartford to fill the vacancy 
hused by the death of Henry S. Rob- 


nson, 


Review of 1926 Business 


The statement of the company. shows 
et premiums of $52,841,000, expenses 
i $24,222,000, and losses incurred” of 
62788219, which is a_ reduction’ in 
bsses incurred of over $3,600,000 as com- 
kred with the year before. The reserve 
tt aside for unearned premiums is also 
educed about $3,000,000 and the reserve 
t losses shows a decrease of a little 
er $1,000,000. The other reserves of 
e company for taxes and for contin- 
ncies remain about as before and the 
t surplus shown in the statement is 
17811433, the policyholders’ surplus 
811,433, both of which are larger by 
324454 than was the case a year ago 
ter the payment of $2,000,000 in divi- 
tds to stockholders. 

Aside from heavy losses in the dil 
ilagration on the Pacific Coast which 
turred in April and those incurred by 
aon of the Florida hurricane which 
used great destruction in Florida and 
Veral adjacent states in September, the 
Ses incurred during the year aré not 
Ht of proportion to the very large busi- 
SS Written in previous years. 

A great deal of work has been done 
te-arranging the company’s business 
hd the president stated his belief that 
tune progress toward an improved 
nition of affairs had been made dur- 
k the year and that future develop- 
‘its would so prove. 

ference was also made to the fact 
at the company has built during the 
‘t year and is now occupying a hand- 

€ and commodious building in San 
aneisco for the various classes of bus- 


‘Ss which are transacted by it and its 
Sidiaries, 


Accident Company Business 


mcg tttement of the Hartford Acci- 
kholders, showing handsome gains 
along the line. Assets increased 
arly $4,000,000. Premiums increased 
Put $2,250,000, and the total income of 
‘ompany was $27,397,000. There was 
“xcess of income over expenditures 
$917,000, and after fortifying the al- 
a liberal reserves maintained by the 
Paty and increasing its voluntary 


ndemnity was submitted to the ° 
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reserve from $650,000 to $1,000,000 it was 
possible to add $1,198,000 to net sur- 
plus, which now stands at $5,198,000. 

The New York Underwriters Insur- 
ance Company, which was organized by 
the Hartford Fire late in 1925, has just 
completed its first year.‘ Its business has 
been carefully limited to about $1,000,000 
and after setting up reserves for pre- 
miums, losses, and expenses a slight ad- 
dition to surplus was made. That com- 
pany now has a capital of $2,000,000 and 
a surplus of $3,030,000. 

President Bissell referred to the death 
of Henry S. Robinson, for fourteen years 
a member of the board of directors and 
for six years a member of its finance 
committee, and testified to ‘the great 
value of Mr. Robinson’s services to the 
company and the loss’ which :the cor- 
poration had sustained by reason of his 
death. 

Mr. Bissell went on to say that the 
outlook for the future was considerably 
brighter than had been the case for sev- 
eral years by reason of important co- 
operative movements among fire insur- 
ance companies generally, which prom- 
ised better prices and considerably better 
competitive conditions, in addition to 
which the average prosperity through- 
out the nation seemed to promise that 
there would be business enough to sat- 
isfy all reasonable requirements. With 
changes in methods and improvements in 
organization he stated that the officers 
looked forward with more hopeful anti- 
cipations than had been the case for 
several years. 








JEWELERS’ BLOCK BILL 


There has been introduced in the 
Massachusetts legislature a bill to permit 
the writing of jewelers’ block policies by 
fire insurance companies, as is done in 
New York state and several other states 
at the present time. It is said that the 
bill has a good chance of passage. 
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HOME’S ASSETS $91,604,550 


Gained Over $4,660,000 in 1926; Net Sur- 
plus Now Exceeds $22,000,000; 
Capital $18,000,000 
_ Fire insurance men always await with 
interest the annual financial figures of 
the Home, one of the largest and 
strongest fire insurance companies in the 
country. This year the company reports 
that at the end of 1926 total admitted 
assets amounted to the huge figure of 
$91,604,550, a gain of approximately $4,- 
700,000 since the close of 1925. During 
the same twelve months the net surplus 
increased slightly over $1,500,000, being 
$22,068,474 at the end of 1926 and $20,- 
520,054 a year ago. Adding to this the 
$18,000,000 of cash capital the total sur- 
plus to policyholders amounts to 

$40,068,474. 

Last year the Home’s unearned pre- 
mium reserve increased $1,643,727 to 
$39,756,115. The reserve for miscellane- 
ous accounts, taxes, and other obliga- 
tions is liberally estimated at $11,779,960. 





TO VISIT WEST INDIES 
Mr. and Mrs. T. E. Braniff wiil sail on 
the Holland-American Line Steamship 
Veendam from New York, February 17, 
for the West Indies. They will be gone 
abcut thirty days. Mr. Braniff is presi- 
dent manager of the T. E. Braniff Co. 

and of the Braniff Investment Co. 





CUT QUEENS VILLAGE RATES 

Fire insurance rates in certain sections 
of Queens Village, Long Island, have 
been reduced 10% by the suburban di- 
vision of the New York Fire Insurance 
Rating Organization, in conforming with 
the suggestions of Insurance Superin- 
tendent James A. Beha. 





BLUE GOOSE MEETING 
The Michigan Pond of the Blue Goose 
will meet on March 8 at the Hayes 
Hotel, Jackson, Mich. 











REINSU 


FIRE AND CASUALTY 


ROSSIA: wale irr 
oO 


THE FIRE REASSURANCE COMPANY 
of New Yor 





AMERICAN RESERVE INSURANCE COMPANY 
of New York 





LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartf 


115 Broad Street 


America 








RANCE 





NCE COMPANY 


ord 


Hastford, Conn. 











Grasse Heads Home’s 
Improved Risk Dep’t. 


SUCCEEDS LATE F. J. McFADDEN 





Leonard Peterson Brought From Chi- 
cago to Assist Mr. Grasse; Both 
Graduates of Armour Institute 





Two young men who went thrornch 
college together in Chicago and togetic. 
entered the insurance business, only to 
become separated shortly thereafter, will 
again soon be working at adjacent desks 
in the home office of the Home Insur- 
ance Company of New York. The re- 
union comes about through the promo- 
tion of C. Arnold Grasse as manager 
of the risks department by 
President C. L. Tyner of the Home, to 
succeed the late Frank J. 


improved 


McFadden, 





C. ARNOLD GRASSE 


and the transferring of Leonard Peter- 
son from the Chicago office of the Home 
to New York as assistant manager of 
the improved risks department. 

The appointment of Mr. Grasse as 
Mr. McFagden’s successor was expected 
generally and is favorably received in 
fire insurance circles. He has been su- 
pervisor of the improved risks business 
here since 1920 and has built up a large 
circle of friends, as well as showing ex- 
cellent judgment in the underwriting of 
this difficult branch of the fire business. 
He has also been one of those most in- 
terested in the development of rain in- 
surance and last week was elected sec- 
retary-treasurer of the Rain Association, 
filling the position held by Mr. McFad- 
den since the Rain Association was or- 
ganized several years ago. 


Both Mr. Grasse and Mr. Peterson at- 
tended Armour Institute in Chicago and 
they were graduated together as_ fire 
protection engineers in 1916. They went 
with the Michigan Inspection Bureau at 
Detroit, where Mr. Peterson remained 
until the war. Mr. Grasse left to be- 
come special agent of the New York Un- 
derwriters in Michigan. During the 
World War Mr. Grasse became a cap- 
tain in the field artillery, while Mr. Pe- 
terson became a lieutenant in the same 
branch of the service in the A. E. F. 

After the war Mr. Grasse went to 
Iowa as special agent of the New York 
Underwriters and Mr. Peterson joined 
the Central Actuarial Bureau at Chicago. 
In 1919 Mr. Grasse joined the Home’s 
improved risk department in Chicago, 
and a year later was transferred to New 
York. Mr. Peterson succeeded him at 
the Chicago office, where he has re- 
mained until his present promotion 
brings him, too, to New York. 
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Earliest Mention of Iron in History 
A FRAGMENT is all that remains of this clay tablet letter from a King of the Hittites to Rameses II of 
Egypt, yet in it we glimpse the beginning of one of the world’s greatest industries. The fragment is in 
the State Museum, Berlin, and reads: 

“As to the good iron about which thou has written to me: There is no good iron in my ‘sealed’ house in Kissu- 

wadna. It is a bad {time} to make iron, but I have written ordering them to make good iron. So far they have 

not finished it. When they finish it, I will send it to thee. Behold, now, lam sending thee an iron dagger blade.” 
In this letter writtén 1400 years before Christ, we find the earliest mention of iron in history, and it was 
from the Hittite iron mines that the metal first became common in the eastern Mediterranean. 
Today, the world production of iron is in excess of forty-six million long tons, of which the United States 
produces more than twenty-eight million tons. The largest iron mine in the United States is near Hibbing, 
Minnesota, and has a record of producing over four million tons in one year. 
On July 24, 1851, the SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY issued its first policy. Like the 
old clay tablet, today, it is but a yellow fragment, brittle with age—yet in it one may glimpse the beginning 
of one of the world’s greatest insurance companies. From that day to this, courtesy, willingness to co-op- 
erate, and alert attention to special problems have molded a policy for this company that has won the 
confidence of its agents. The name, “SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY,” is synonymous 
with absolute protection. ; : ; 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
SPRINGFIELD. MASSACHUSETTS, U.S.A. 
‘ GEORGE G. BULKLEY, ‘President 


Springfield 


Fire and Marine 


Insurance Company 


Pacific Department 
GEORGE W. Dornin, Manager 
San Francisco 


Weitern “Department 
HARDING. & LININGER, Managers 
Chicago 
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Postmaster Talks Of 
Company Competition 


GETTING CREAM OF BUSINESS 





Postmaster General, in Report, Says Fire 
Companies Offer Excellent Parcel 
Post Risks Service 





That the stock insurance companies 
are devcloping a fine linesof parcel post 
business, to the surprise of many local 
agents who underestimate this fire side- 
line, is shown by the report of the Post- 
master General of the United States. In 
his latest report on the operations of the 
Federal Post Office system he comments 
upon the fact that the insurance com- 
panies are evidently getting the cream 
of the parcel post insurance, competing 
not only for the large accounts in big 
cities, but going after moderate sized 
lines in the small towns. 

The companies attribute their gain in 
the business to somewhat lower rates, 
to more prompt payments of losses, and 
to the convenjence of not having to 
waste somebody’s time standing in line 
at a post office to insure the packages. 
In other words, the companies offer bet- 
ter service than the government. 

Here are some of the comments of 
the Postmaster General with reference 
to the strong competition offered the 
government by the fire insurance com- 
panies : 

“Until recently, it has been believed 
that private insurance companies were 
soliciting only the business of selected 
customers represented by large firms in 
the larger cities, but recently it has ap- 
peared that those companies are solicit- 
ing business from postal patrons in 
smaller cities. 

“This tendency can not be attributed 
to fault of the Postal Service, as private 
insurance companies render no_ postal 
service, but merely rely on the efficiency 
of that service to protect them in their 
rates for insuring the mail, while the 
department not only insures he mail but 
bears the expense of the service also. 
This places the insurance companies at 
an advantage in that they do not have 
to pay the overhead charges the service 
itself demands. 

“The insurance patronage of the 
larger business firms is especially desir- 
able since their parcels are generally 
well packed, carefully addressed, and, 
when necessary, conspicuously indorsed 
to indicate the character of the con- 
tents. If the department loses the in- 
sirance patronage of those firms which 
de a large mail-order business, the in- 
surance feature of the Postal Service in 
time will be confined principally to the 
smaller concerns and individual patrons.” 





LUNCHEON TO RHOADES 


James Marshall, vice-chairman of the 
governing committee of the New York 
Fire Insurance Rating Organization, gave 
a luncheon last Friday at the Drug & 
Chemical Club to Sumner Rhoades, the 
newly elected manager of the Eastern 
Jnderwriters Association. He will re- 
ure from the Rating Organization at the 
end of the month. Among those present 
at the luncheon were Willis O. Robb, 
Frank E. Jenkins, W. R. Crane, John 
F. Honness, W. O. Pitcher, Charles R. 
Pitcher, C. A. Ludlum, C. Weston Bailey, 
Wilfred Garretson and A. R. Hanners. 





W. J. LITTLEJOHN DIES 
Wiley _J. Littlejohn, retired manager 
of the Western department of the North 
British & Mercantile, died in Pasadena, 
al, last Thursday after a long period 
of illness. He was seventy-seven years 
ot age and had been retired from active 
uty in fire insurance for fifteen years. 


'. Littlejohn was a native of Mem- 
Phis, Tenn, 





MADE BOSTON AGENTS 
Hollis, Perrin & Kirkpatrick, Inc., of 
ston, have been appointed local agents 


of the United States Merchants & Ship- 
Pets of New York. 


FIRE BILLS INTRODUCED 





Would Give Credit for Fire Hazards 
Removed and Penalize for 
Bad Fire Record 

Relating to fire insurance, three bills 
were introduced in the Texas Senate re- 
cently by Senator Hardin of Stephen- 
ville. One measure would give the state 
insurance commission the authority to 
give each city, town, village or locality 
credit for each hazard they reduced or 
removed and also for aiding fire equip- 
ment, increasing police protection, or 
improvement that tended to reduce the 
fire hazard. 

Under the bill the commission would 
also have power to give credit for a 
good fire record and to assess a penalty 
for a bad fire record made by any lo- 
cality, and the commission could compel 
any company to give any or all policy- 
holders credit for the hazards that the 
policyholder reduced or removed. 

The other bill would make it unlawful 
for dny owner of property to knowingly. 
take out or procure a larger amount of 
insurance against loss from fire than the 
fair reasonable value of the subject of 
the insurance. The object of the bill is 
to remove inducements existing under 
the present laws causing the wilful 
burning of property. 





EIGHT U. S. COMPANIES 





They Do a Reinsurance Business in 
Great Britain; List of Companies 
and Their Offices 
The following American companies do 
a reinsurance business in Great Britain, 

through these offices: 
A. J. Collins & Co., Ltd—American 
of Newark; Providence-Washington. 
H. L’Estrange Malone—Globe & Rut- 
gers; Camden Fire Association. 
Sedgwick, Collins, Ltd.— National 
Union of Pittsburgh. 
Pi ea Inc. Co., 23 Walbrook, London, 


‘Automobile Inc. Co., 84 Queen Street, 
London. 

St. Paul F. & M., Birchin Lane, Lon- 
don. 





CUT CONEY ISLAND RATE 

The New York Fire Insurance Ex- 
change last week cut in half the con- 
flagration charges added to the card 
rates in the high hazard section of 
Coney Island. These _ conflagration 
charges were $1.50 on frame buildings, 
75 cents on brick buildings and 25 cents 
on fireproof structures. The cut in the 
rate was in accordance with the recom- 
mendation of the New York Insurance 
Department. 











THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 

ement, and the management of THE 

‘ANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
~ @ HOLLMAN, Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Inc., Gen’] Agts. 
Metropolitan District 


81 JOHN STREET NEW YORK 























INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
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“AMERICA FORE” 








A Trade Mark 


Its value lies not in itself but in the 
reputation and responsibility of the or- 
ganization behind it. 


stability. 


“The Continental Commands Confidence” 


The Continental Minute Man is a val- 
uable trade mark because it symbolizes 
a Company which through seventy-four 
years of service and fair dealing has built 
up a reputation for responsibility and 


The agent associated with such a com- 
pany adds to his own prestige. 
Continental trade mark on a policy con- 
vinces clients that it is his aim to provide 
them with the best to be obtained in 
insurance protection. 


Che CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, N.Y. 


ERNEST STURM, Chairma: 
PAUL L.HAID, President 


CASH CAPITAL“ TEN MILLION DOLLARS 


NEW YORK * CHICAGO * MONTREAL * SAN FRANCISCO 
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William J. Ward Heads 
N. Y. Fire Rating Body 


SUCCEEDING SUMNER RHOADES 
New Secretary-Treasurer Has Had Long 
Experience in Schedule Rating 
in New York State 
William J. Ward, manager of the Sub- 
urban Division of the New York Fire 
Insurance Rating Organization, and an 
insurance man of long experience, has 
been elected secretary-treasurer of the 
Kating Organization to succeed Sumner 
lS hoades, when the latter resigns on Feb- 
ruary 28 to become manager of the East- 

crn Underwriters’ Association. 

Mr. Ward, who has been at the head 
of the Suburban Division since October, 
1924, possesses one of the keenest minds 
in the fire insurance rating field. He 
is an expert on rating schedules, aided 
in framing the uniform schedules now 
used in the Suburban, Syracuse and Buf- 
falo Divisions of the Rating Organiza- 
tion, and is without doubt the best man 
fo. the important position to which he 
has been advanced. Mr. Ward has been 
deluged with congratulations all this 
week, for his wide circle of friends is 
well pleased with this recognition of his 
work in fire insurance rating in New 
York State. 

Mr. Ward entered fire insurance twen- 
ty-five years ago this month in a local 
agency in Paterson, N. J. Later he be- 
came stamping clerk for the Underwrit- 
ers’ Association of the Middle Depart- 
ment at Hackensack, N. J., and then for 
several years the association transferred 
him from place to place, as vacancies or 
t ouble occurred, in each of which he 
acted as stamp clerk, inspector and rater. 

In 1908 Mr. Ward went to Texas and 
engaged in inspecting and rating for the 
Texas Inspection & Rating Bureau, but 
two years later when the State of Texas 
took over the fire rating machinery he 
returned to the East and joined the Sub- 
ban Fire Insurance Exchange as an in- 
spector in the rating department. In 
1917 he became superintendent of that 
department and in 1921 deputy manager 
of the Exchange. In October, 1924, when 
the Suburban Exchange turned over its 
rating functions to the New York State 
lire Insurance Rating Organization Mr. 
Ward became manager of the Suburban 
Division of the Rating Organization. 

Mr. Ward has lived all his life in an 
insurance atmosphere. His father, M. L. 
Ward, is still in charge of the Paterson 
division of the Schedule Rating Office 
of New Jersey. He was special arent of 
the North British & Mercantile for ten 
vears and at one time was in charge of 
the old Suburban Tariff Association. He 
did much to teach his son fire rating. 
\nother teacher to whom William J. 
\Vard is indebted is Henry E. Hess, for 
many years secretary and manager of the 
Suburban Fire Insurance Exchange. 





TWO PROMINENT DIRECTORS 

Two of the most prominent men.in the 
insurance business are among the direc- 
tors of the Hartford Country Mutnal 
Fire Insurance Co., which showed an in- 
c-ease in premium income last vear of 
$130.938. They are James Lee Loomis, 
president of the Connecticut Mutual, and 
Morgan B. Brainard, president of the 
Aetna Life. 

ILLINOIS POND MEETING 

The good fellowship dinner of the 
Blue Goose, which is being sponsored by 
the Illinois Pond, will be held in the 
ball room on the nineteenth floor of the 
Hotel La Salle, Chicago, on the evening 
of March 1. Tickets for the dinner are 
on sale at the office of Gander Thomas 
T. North, Chicago, who has taken care 
of the reservations for this affair for 
several years past. 

ALABAMA FIRE MARSHAL 

LD). M. Slaughter is expected to be the 
State Fire Marshal of Alabama, te suc 
eeed Chester E. Johnson. Mr. Slaughtet 
.comes from Roanoke, Ala. 











“We wish to thank you for the two office signs we 
received this morning. An odd coincidence is that we 
received your commission of authority on Christmas 
morning, and what a ‘whopper’ of a present that was 
to get from Santa Claus. What more could anyone 
desire than to get ‘THE WorLpD’ for a Christmas 


?” 
present? Fear towre 


“T have represented THE WorLD only a few months, 
and I find them to be an agent’s company, and'with 
the next year hope to give you a nice line of business.” 


* * *€ 


“I certainly appreciate your kindness in promptly 
forwarding supplies. I have issued quite a number of 
policies for THE WORLD and have found them all I 
had hoped for. I like your ‘Get the Best in THE 
WoRLD’ advertising, and it was this that first attracted 
me to THE WORLD.” 











What is your ? pet problem? 


Put it up to this Bureau, maintained for the benefit of agents every- 
where by the AEtna Insurance Company, The World Fire and Marine 
Insurance Company, and The Century Indemnity Company. 
Write for information to the 
INSURANCE INFORMATION BUREAU ~ 

670 MAIN STREET, HARTFORD, CONN. 








Fire Prevention 
Clean-Up Campaign 


BIG DRIVE ON APRIL 17.3; 





N. F. P. A. Preparing for Internation; 
Educational Campaign in the 
U. S. and Canada 





The Committee on Fire Prevention 
Week for the National Fire Protectio 
Association has taken over the sponsor. 
ship for an international fire prevention 
clean-up campaign to be conducted 
throughout the United States and Can. 
ada during the third week in April. 7 
Alfred Fleming, of the Conservation De. 
partment of the National Board of Fir 
Underwriters, is chairman of the N,. f. 
P. A. Committee on Fire Prevention 
Week. 

This campaign will be conducted ing 
whole-hearted manner, with concerted 
action in every part of the country, 9 
that the lesson of fire prevention will be 
carried home to as great a part of the 
public as possible. Insurance men, com- 
pany ofncials, field representatives and 
agents in every town are urged to com- 
nivnicate with commerce chambers, city 
officials and civic clubs and to impress 
them with the necessity of starting such 
a campaign now. Not only to minimiz 
the fire loss but fer the general benefit 
of public health, sanitation, beautification 
and the elimination of dangers that are 
constantly imminent is this movement 
being conducted. 

Spring clean-ups have been carried on 
in many towns for years, frequently un- 
der the auspices of civic organizations, 
with the assistance of the municipal at- 
thorities. They have been conducted 
partly for reduction in fire waste, but 
principally to make the communities 
more healthful and attractive places in 
which to live. The committee on Fire 
Prevention Week is not endeavoring to 
change the nature of these local obser- 
ances, but rather to induce other con- 
munities to inaugurate similar move- 
ments and by suggesting a uniform date 
to create greater interest and lead to al 
annual clean-up throughout the United 
States and Canada. 





WOULD RE-ELECT H. A. SMITH 

General Manager W. E. Mallalicu ol 
the National Board of Fire Underwriters 
this week sent a letter to all member 
companies asking their support for H.A 
Smith, president of the National of Hart 
ford, who is a candidate for re-clectiol 
asa director of the Chamber of Com 
merce of the United States. The annud 
meeting of that body will be held ™ 
Washington, May 3-5. Mr. Mallaliey 
says that Mr. Smith is responsible mort 
than anyone else for the excellent p0 
sition which the insurance department 0! 
the chamber now enjoys. 





ARIZONA AGENTS’ ASSOCIATION 

A new agents’ association, the Arizona 
Association of Insurance Agents, ha 
been formed and will affiliate with the 
National Association. The officers of the 
association are as fololws: Mel Fickas 
I'hoenix, president; D. P.  Johnsot, 
Phoenix, vice-president; Bertram Smith, 
Bisbee; Frank Brown, Prescott; L. F 
Henry, Globe; George Amos, ‘lucsot 
vice-presidents, and Carl Smith, Phoen 
executive secretary. 





PENNA. FIELD CLUB MEETING 

The Pennsylvania Field Club, ‘whos 
members consist of central Pennsylvat" 
fire insurance special agents, held 1 
monthly meeting Monday night at the 
Beach Front Hotel, Wormleysbuté 
across, the river from Harrisburg. J. ' 
Morgan, fire marshal of Pennsylvania 
was the principal speaker. 





Cc. C. DOMINGE TO TALK 
Charles C. Dominge, assistant sect 
tary of the Great American, is going to 
give a talk on March 1 in Springhelf 
Mass., before the Insurance Clerks’ A* 
sociation of the Springfield Fire & M# 
rine on “Common Hazards.” 





form 
to th 





Lind: 
impre 
pany, 
charg 

Mr 
tered 
West 
their 


-_ 








February 18, 1927 


27 








—_— 


Page 29 





Falls Vice-President 


of American, Newark 


S. LINDSAY ALSO PROMOTED 





The Latter Made Assistant Secretary by 


Board of Directors; Has Been With 


Company Seven Years 





At the annual meeting of the board 
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Lindsay, 


directors of the American of Newark, 


held on February 10, Laurence E. Falls, 
formerly assistant secretary, was elected 


the office of vice-president and F. S. 





LAURENCE E. FALLS 


formerly superintendent of the 
improved risk department of the com- 
pany, was made assistant secretary in 
charge be southern agencies. 


When they retired from the business, he 
entered the casualty field with the lia- 
bility department of the Affiliated Aetna 
Companies, later becoming general agent 
for the United States Casualty, also rep- 
resenting several fire’ insurance com- 
panies as agent at Cleveland. He sold 
his local agency interests in 1923 to be- 
come special agent of The American of 
Newark, and was moved by them to the 
home office in November of 1924 as su- 
perintendent of agents, being elected a 
year later assistant secretary of The 
American, and to the same position with 
The Columbia Fire of Dayton, Ohio, 





F. S. LINDSAY 


which is owned and operated by The 
American. 

Mr. Falls, who resides in Maplewood, 
N. J., is serving his second term as pres- 
ident of the New Jersey Society of In- 
surance and is a director of The Bank- 
ers Indemnity. He does considerable 
public speaking at meetings of insurance 














. Smith, President 


National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1926 





T. Maxwell, V.-Pres. & Sec’y 
E b Layton, Vice-President & B. Roulet, Secretary 
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organizations. His meteoric rise in a 
period of less than four years with The 
American is well. deserved. 
Career of F. S. Lindsay 

Mr. Lindsay was born in Huntington, 
L. I; and educated in the public schools 
there. He entered the home office of 
the New York Underwriters Agency 
after leaving high school, as office boy, 
and remained with them until 1911, when 
he went with the Underwriters Associa- 
tion of the State of New York at Syra- 
cuse. While in their employ he was in- 
spector, sprinklered risk engineer and 
head of the sprinklered risk department. 

He entered the services of The Ameri- 
can as special agent in 1920, and came 
into the home office of the company in 
1923 as superintendent of the improved 
risk department, which position he had 
held until his recent promotion. 





The Virginia pond of the Blue Goose 
tcok in five new members at last meet- 
ing. They are: J. C. Watson, treasurer 
of the Virginia Fire & Marine; Cour- 
tenay W. Harris, manager at Richmond 
for Rose & Smith, adjusters, of Balti- 


“tore; J. C. Leech, special agent for the 


National of Hartford; J. R. Loyd and 
R. R. Connelly, of the staff of the South- 
ern Adjustment Bureau at Richmond. 





ARTHUR W. STEBBINS RETURNS 


Arthur W. Stebbins, of 1549 Broad- 
way, New York, is expected to return 
from California today after an absence 
oi more than a month. .It was stated 
at his office that he had written a num- 
ber of large policies on the lives of some 
of the prominent filmdom stars in Holly- 
wood. 





J. J. MAHONEY IN FLORIDA 


James J. Mahoney, special agent for 
the County Fire of Philadelphia and 
Granite State Fire of Portsmouth for 
New York State, with headquarters at 
Syracuse, is passing a vacation in Flori- 
da. Mr. Mahoney will visit with rela- 
tives in Atlanta, Ga., and Richmcad, Va., 
before returning north in March. 





Staten Island Abstract Co., Inc., New 
York City, insurance business, has been 
chartered at Albany with $10,000 capi- 
tal. George F. Kimmerer, 18 Sanford 
place; C. Ernest Smith, Nixon avenue, 
Staten Island, and Robert G. Beattie, 
155 East 40th street, Brooklyn, are di- 
rectors and _ subscribers. C. Ernest 
Smith, 36 Richmond Terrace, St. George, 
Staten Island, N. Y., is attorney for 
corporation. 





































“KEEP A ROOF OVER YOUR HEAD” 





“Insurance is so bound up with 
family life that nearly every 
argument for or against it 
brings the family into the 
The family 
is not at its best without 
a prevailing sense of 


discussion. 


security. — 
(‘‘Insurance’’ 


Jan 21, 1927) 





while 
the FIRE, 
EXPLOSION 
or WINDSTORM 


Money Restores it. 
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Rutherford Agency 
Is 240 Years Old 


(Continued from Page 1) 


later freed by the New Jersey legisla- 
ture. 

Following his death the business 
passed into the hands of his son, Isaac 
Van Winkle, who also owned large 
tracts of land and did justice to’ the 
family’s reputation for business astute- 
ness. 


The Adventures of Daniel Van Winkle 


Coming down to the sixth generation, 
Daniel Van Winkle proved himself to 
be imbued with the love of business by 
negotiating his first sale at the age of 
21 when he bought 20 acres of timber, 
cut them into logs, and floated them 
dcwn the Passaic River to Newark, 
where they were used for docks. He 
succumbed to the cry of “Gold” in 1849 
by joining the pioneers to California, 
but en route was shipwrecked off the 
western coast of Mexico. He finally ar- 
rived at San Francisco but fortune failed 
to smile on him there and he returned 
shortly to Rutherford. Records sub- 
stantiate the fact that he was a man of 
considerable ability and vision. He 
formed land companies, sold farms, sub- 
divided them into building lots and sold 
home sites. He owned and occupied the 
first business building in Rutherford 
where are still the offices of the com- 
pany. 

First Insurance Connection Made 


It was in 1890 that his son, A. W. 
Van Winkle, who is now 76 years old, 
and president of the present organiza- 
tion, entered the insurance business in 
peculiar fashion. He was approached 
one morning by a special agent of the 
Commercial Union who was anxious that 
the firm should represent his company. 
Van Winkle wouldn’t hear of it for a 
minute because he was plenty busy 
enough in handling a large real estate 
business. The special agent, however, 
left several policy blanks with him. A 
few days later a customer came into the 
office with the urgent request for fire 
insurance. Van Winkle was nonplused 
for a second and then he remembered 
the policies which the Commercial 
Union man had left. He lost no time in 
writing them up in long hand for his 
client. Incidentally, he took out fire 
insurance himself. 

Of course, the volume of business the 
first year didn’t amount to much. But 
A. W. Van Winkle showed the same 
acumen in fire insurance as he did in 
real estate and pretty soon the insur- 
ance end of the firm was in full swing. 
New companies were added and encour- 
aging premium totals rolled up. 

In those days, besides writing all pol- 
icies in long hand, the agent fixed his 
own rates. President Van Winkle re- 
calls with amusement the experience he 
had when he fixed the rate on the Pres- 
byterian Church of Rutherford. The 
Commercial Union objected to it vig- 
orously, stating that it was too low. But 
the company was finally won over when 
Van Winkle told them that his father, 
Daniel, was one of the original deacons 
and founders of the church and that he 
wasn’t going to charge them a higher 
rate. This Dutch logic appealed to the 
company and the rate stood. 

C. A. Van Winkle Joins Firm 


In 1880 Charles A. Van Winkle, the 
present vice-president and treasurer of 
the firm; was born in the front room of 
the Van Winkle building, where he now 
has his office. This he regards as a 


rather unusual distinction and it is with 
nc little sentimental pride that he treas- 
ures the building that was home to him 
in his boyhood days. The present quar- 
ters of A. W. Van Winkle & Co., re- 
modeled, of course, to represent an up- 
to-date business office, directly face the 
Rutherford railroad station on the Erie 
railroad. The agency is known widely 
as the largest real estate office in that 
vicinity and is also one of the pioneer 
insurance firms in Rutherford. 

Charles A. Van Winkle entered the 
business in 1899 and is responsible today 
for its financial affairs. He has a score 
of influential connections in Rutherford, 
being one of the original directors of 
the Rutherford Trust Co. and its presi- 
dent since 1916; a director of the East 
Rutherford Savings Loan & Building 
Association since 1902; and a past pres- 
ident of the Bergen County Fire Insur- 
ance Agents’ Association. He is also 
preminent in civic and social club life. 
During the war he was treasurer of the 
war chest committee which built, as its 
final act, the present soldiers’ and sailors’ 
monument in Rutherford. 


Specializes in One Family Dwellings 


Stirling Van Winkle, who is vice-presi- 
dent in charge of the insurance depart- 
ment, got his start in 1902 after gradu- 
ating from Hartwick Seminary, N. Y., 
where he was a football star. He spoke 
this week to The Eastern Underwriter 
on the growth of A. W. Van Winkle & 
Company’s insurance volume in fire and 
casualty over a period of nearly forty 
years. Fire premiums run annually 
around $50,000 and casualty premiums at 
$40,000 as compared with only a hand- 
ful of risks in 1890. The bulk of the 
business is in one family dwellings al- 
though the agency has insured a number 
of factories, business buildings and ware- 
houses. 

Vice-President Van Winkle. recalled 
an example of service rendered some 
years ago when a large fireproof ware- 
house in Rutherford was struck by light- 
ning which ran clean through the build- 
ing, making the place a mass of flames 
in a few minutes. It was a total loss, 
involving eight companies. A few days 
later a large sign was put up on the 
site of the wreckage by the Van Winkle 
Company on which was painted in glar- 
ing red letters the fact that the loss had 
been settled in three days. Such prompt 
action gave prestige to the firm. 


Got Off Risk Just in Time 


On another occasion the agency got 
off a line just in time to save its com- 
pany a heavy loss. It seems that a cer- 
tain risk, an old-fashioned mansion, had 
changed hands and the new owner had 
requested a big line of additional in- 
surance. The aspect of the situation 
didn’t exactly appeal to Stirling Van 
Winkle, who called up the company at 
once and told the underwriter that he 
had refused to accede to the new owner’s 
request; furthermore, he suggested that 
all insurance be cancelled. Several 
months later in the dead of winter the 
building burned to the ground. Van 
Winkle received a letter of congratula- 
tions from the company for his good 
underwriting judgment. 

Theodore Van Winkle, secretary of the 
company, handles the real estate end 
and also takes charge of the extensive 
advertising which is done. He had an 
interesting career at Bordentown Mili- 
tary Institute and Rutgers College before 
jcining the agency in 1916 and made a 
name for himself as an athelete. He was 
a first lieutenant during the war. John 


MASTER POLICIES 





Many Complaints Heard of Rapid Ex- 
tension of This Phase of Fire 
Insurance Business 


According to “The Insurance Post” of 
Chicago many complaints are heard of 
the rapid extension of the practice of 
issuing master policies covering fixed as 
well as other properties in various states 
cwned by large corporations, with un- 
derlying policies in the various states. 
It is held that the practice is open to 
many abuses, and in many states is in 
violation of law. Apparently the present 
rules of the various underwriting organi- 
zations do not cover the practice. 


“The Insurance Post” says: 


“Tt is held that the large New York 
brokers have been getting possession of 
many important lines by offering to issue 
such policies, with the suspicion that 
frequently the rate is cut. The company 
issues a master policy, which is delivered 
to the insured, underlying policies, is- 
sued in the various states the insured 
never sees. The latter are to comply 
with the resident agency laws and for 
the calculation of state taxes, the poli- 
cies usually being signed by the state 
agent of tthe company issuing them, or 
by a resident agent for a nominal com- 
mission, 

“Tt is charged that this plan affords 
many opportunities for ‘errors’ in rates. 
The correct rates may be used in the 
states having resident agency laws, but 


in states where no such requirement is 


imposed it is possible to shade the rate 
without detection and thus secure a low- 
er average rate, which insures the trans- 
fer of the line to the broker or company 
offering the plan. It is claimed that the 
system violates the resident agent law 
and the standard policy law in some 
states, and that frequently no commis- 
sion is allocated to the local agents, ex- 
cept possibly a nominal commission to 
the person signing the state policies. 
“The plan is attractive to the insured, 
as he gets a single policy and has but 
one premium to pay, the line, where 
large amounts are involved, being often 
reinsured in other companies. It is spe- 
cially attractive to the growing number 








R. G. Van Winkle, assistant secretary, 
completes the firm’s executive personnel. 

There is no chance that A. W. Van 
Winkle & Co. will die out with the 
eighth generation; it was pointed out 
to The Eastern Underwriter that five 
boys, representing the ninth generation, 
are already in training to “carry on” 
when it comes their time to fill posi- 
tions of responsibility. 
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of public utility chains, with widely scat. 
tered plants with large values in numer. 
ous states, and to large manufacturing 
corporations with numerous factories 
and warehouses. The situation is being 
carefully watched by some company off. 
cials, and it may come to the attention 
of state insurance commissioners, and to 
the associations of local agents.” 





WOULD LIMIT STATE FUND 

Limitations on the amount of risks 
which the Wisconsin State Fire Fund 
may assume were asked in a specch in 
the lower house of the Wisconsin Legis- 
lature on Friday by Assemblyman Evan 
G. Davies, Waukesha, farmer. He has 
asked that the state affair committee of 
the Legislature make an investigation of 
this subject and report a bill to the Leg. 
islaure. Davies’ request for a limitation 
came as the result of a report from the 
commissioner of insurance showing that 
the state had abrogated its former policy 
of reinsurance of all risks in excess of 
10% of admitted assets. He declared 
that the state was doing that which is 
prohibited competing companies doing, 





MICH. FIRE MARSHAL CHANGE 


Although no definite action has ap- 
peared in the way of proposed legisla- 
tion, it appears possible that the office 
of Michigan state fire marshal may be 
removed soon from jurisdiction of the 
department of public safety and ma 
again be placed under the state insur 
ance department’s supervision. Governor 
Fred W. Green, in campaign statements, 
expressed belief that the public safety 
department, dominated by the state po- 
lice, had become an over-ramified or- 
ganization and that the force of police 
should be reduced to a considerable ex- 
tent. 





J. W. DEMOMBRON DIES 
_Joseph W. Demombron, one of the 
pioneer local agents of Kentucky, fo 
many years operating at Horse Cave, 
Ky., died in Louisville on January 4, 
at the age of 79 years. Mr. Demombron 
left Horse Cave some years ago, and 
the old agency today is operated by 
Withers & Chaney. 
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New Dry Cleaning 
Fluid Called Safer 


IMPROVEMENT ON _ GASOLINE 





Expected to Influence Insurance Rates 
on Basis of Lowered Hazard, Says. 
Milton F. Daniels 





There is a new dry cleaning fluid 
being marketed at the present time 
which, according to many insurance au- 
thorities, is much safer than the liquids 
at present used in the professional es- 
tablishiments and in private homes. The 
new solvent, in the opinion of Milton 
F, Daniels, special agent of the Western 
department of the Fireman’s Fund, will 
lower insurance charges and reduce the 
dangers to life and limb. 

This new liquid, which is a petroleum 
product called Stoddart Solvent,” but 
which is marked under various trade 
names by the oil companies, has been in 
use for about a year. This solution is 
really not a substitute, but called a bet- 
ta cleaning fluid than gasoline and 
much safer as to the fire and explosion 
hazard. 

In describing this new solvent in an 
article for the Fireman’s Fund “Record,” 
Mr. Daniels says: 

“The specifications, under which the 
oil refineries are producing the solvent, 
are as follows: 


1, The solvent shall be free from undis- 
solved water and suspended matter. 


2. Color:, The color shall be water-white. 
3. Doctor Test: The doctor test shall be 
negative. (Test for sulphur.) 


4. Unsaturated Hydrocarbons: Not more 
than 2% of the naphtha shall be soluble in 
concentrated sulphuric acid. 

5, Distillation Range: The temperature 
limits for the distillation are as follows: 

a. The initial boiling-point shall not be 
less than 300 degrees Fahrenheit. 

The dry or end point shall be a tem- 
perature not greater than 400 to 410 de- 
grees Fahrenheit. 

6. Acidity: The residue remaining in the 
flask after the distillation is completed shall not 
show an acid reaction. 

7. Aromatic Hydrocarbons. The naphtha 
shall not contain aromatic hydrocarbons, such 
as benzene, toluene, and others. 

8. The odor shall be sweet. 

9. Flash point must not be below 105 
grees Fahrenheit. 

These tests mentioned in the above specifi- 
cations shall be made and interpreted in ac- 
cordance with the Bureau of Mines Technical 
Paper 323A, published by the Government 
Printing Office, Washington, D. C. 


“The Underwriters’ Laboratories in 
Chicago, IIL, rate the solvent in the 
group with kerosene in their schedule 
for classification of hazardous fluids as 
to fire hazard. The solvent is listed by 
means of its.various trade names ac- 
cording to the oil company. 
Better and Safer Fluid 
“As previously stated, the solvent is 


de- 


York | better cleaning fluid for the dry 
cleaner than what he is using at the 
1 Ave. Present time. All the lighter vapors, as 
are normally found in gasoline, have 
ia fen reiioved, These played no part in 
) the cleaning process and were actually 
a loss, due to evaporation. Having the 
—_— ty or end point’ not greater than 400 
——=|— ‘0 410 dccrees, the refiner has prevented 




























the So-called ‘heavy ends’ from being 
fm ‘ried over, These ‘heavy ends,’ as 
found in gasoline, cause odors to remain 
i the cleaned garments for a consid- 
erable period of time, which prolongs 
the drying and aerating in tumblers and 
dry rooms. The ‘unsaturated hydro- 
carbons’ when in excess of 2%, as nor- 
mally found in gasoline, also produce 
odors in the garments. The final and 
Probably the most important advantage 
Musing this fluid is the decreased haz- 
ard of a fire or explosion, which might 
Tesult in a loss of life and/or property. 
Under what conditions the new fluid 
= Produce a fire or explosion has not 
uly been determined from experience, 
i the product has not been on the mar- 
th long enough. However, since both 
¢ National Association of Dyers and 
: “aners and the oil companies are ad- 
ne and advertising the use of the 

vent to the trade, it is to be expected 
tuch will be learned in another year. 
ns doubt a large proportion, if not all 

the fourteen hundred members in the 















National Association, will eventually 
adopt the use of the new fluid. 
Fire Insurance Rates 

“Up to the present time the various 
fire insurance rating Organizations have 
been obliged to act slowly in lowering 
their charges on power cleaning estab- 
lishments where the new solvent. is 
being used, owing to the lack of data 
upon which to base the credit. It is 
a known fact that when kerosene is 
agitated, as in a washer, a certain 
amount of inflammable vapor is evolved. 
Therefore, the new solvent is likely to 
emit some vapor under similar condi- 
tions, but just to what extent has yet 
to be learned. The amount of liberated 
inflammable vapor, however, will be very 
small in comparison to that freed by 
agitated gasoline. 

“The dyeing and cleaning business has 
grown to be an important industry in 
the United States in the last few years. 
There are about two thousand well 
equipped plants, with another one thou- 
sand not so well equipped. It is esti- 
mated that in 1925 between two and 
three hundred million dollars were spent 
by the public to have garments cleaned, 
which required approximately ten mil- 
lion dollars worth of gasoline.” 





HUGHES SAILS FOR CHILE 





Insurance Representatives of Grace & 

Co. To Make Survey Of 

Their Properties 

Edward R. Hughes, head of the firm 
of Edward R. Hughes & Co., Inc., in- 
surance brokers for W. R. Grace & Co., 
large shippers and exporters, New York, 
sailed for Chile on February 17. He is 
to make a survey of all the Grace prop- 
erties in both Peru and Chile and ex- 
pects to be away from New York for at 
least three months. 

-Mr. Hughes was formerly manager of 
the insurance department of W. R. 
Grace & Co. In 1919 he organized a 
separate brokerage firm of his own. Mr. 
Hughes’ father, Captain Samuel R. 
Hughes, was in the employ of W. R. 
Grace for several years and ran some 
of her sailing craft up and down the 
west coast of South America. They have 
always been a seafaring family and it is 
a sort of tradition with them. Mr. 
Hughes himself went to sea when he was 
a youth and served as a ship’s boy on 
vessels plying up and down the west 
coast. 

R. Grace & Co. have been fire 
agents for the Continental in La Paz, 
Bolivia, for the last four years. They 
have extensive properties in Bolivia and 
do a large fire business there. They are 
also agents in Chile for the Scottish 
Union & National. 





LECTURES ON ACCOUNTING 

Under the auspices of the Insurance 
Society of New York a series of lec- 
tures on insurance accountancy will be 
given once a week, commencing Fri- 
day, March 11. Through the courtesy 
of W. E. Mallalieu, general manager of 
the National Board of Fire Underwriters, 
the lectures will be held in the board 
rcom at 85 John street. “The first two 
lectures on the subject of the history and 
principles will be given by Roy B. Kes- 
ter, professor of accounting at Columbia 
University. Two lectures on marine in- 
surance accounting will be given by 
Ernest W. Schuler, treasurer, American 
Marine Insurance Syndicates. Lectures 
will also be given on casualty, fire and 
suretyship accounting. 


NORTH RIVER STATEMENT 

The North River, of the Crum & 
Forster group, made substantial gains 
last year as shown in the 1926 financial 
statement released this week. Assets in- 
creased $1,165,292 to $18,115,034. The 
unearned premium reserve now tofals $9,- 
369,995, an increase of $524,544 during 
the last year. The company shows a 
net surplus of $4,551,593, which, with 
the $2,000,000 capital, gives a surplus to 
policyholders of $6,551,593, a gain of 
$749,940 during 1926. 











AGENCY COST QUESTIONNAIRE 





National Association Sending Out Blanks 
For Agents to Answer Giving 
' Agency Expenses — 

The National Association of Insurance 
Agents has sent out to the officers of 
the State Associations and will shortly 
send out to all member agents the 
agency quesionnaire which has been pre- 
pared. The object is to secure nation- 
wide information on agency costs in or- 
der to give all agencies accurate infor- 
mation on the average agency costs. 

The questionnaire starts off by asking 
whether a double entry system of book- 
keeping is used and what forms of 
ledger and expiration record are kept, 
and whether the present accounting sys- 
tem is satisfactory. Questions are asked 
about the billing system. 

The agent is then asked to list his net 
fire and casualty premiums and commis- 
sions and his administrative expenses in- 
cluding rent, heat, light and water, ad- 
vertising, telephone and telegraph, inter- 
est and discounts, insurance, auto ex- 
penses, traveling, postage, dues to Asso- 
ciation, depreciation and reserves, office 
stationery and supplies and other ex- 
penses, and the percentages of these ex- 
penses to gross premiums and gross 


. commissions. 


Sales expenses call for amounts in 
commissions and salaries paid salesmen 
and brokers. 

The Better Business Methods Commit- 
tee of the National Association and those 
from other organizations which are co- 
operating will take the answers to these 
questionnaires and prepare agency cost 
budgets. 





LOUISVILLE BOARD DINNER 


Oldest Local Board Celebrates 73rd 
Anniversary; Over 200 Members 
and Guests Attend 
At a banquet in the Brown Hotel 
Tuesday evening the Louisville Board of 
Fire Underwriters, the oldest local 
board in the United States, celebrated 
its 73d anniversary. More than 200 mem- 
bers, friends and guests, including many 
civic officials, were present when Presi- 
dent Edward J. Miller, the toastmaster, 

opened the festivities. 

An elaborate musical program preced- 
ing the dinner was broadcast through 
station WHAS and the announcer’s in- 
troductory remarks carried the greetings 
of the Louisville board to more than a 
hundred fire insurance company presi- 
dents and other executives, as well as 
local members, all over the country who 
had replied to President Miller’s invi- 
tation to listen in by radio. A radio set 
in the banquet hall transmitted these 
announcements to those in attendance. 
A novel touch that added much to the 
enjoyment of the program, was the radio 
announcement between musical numbers 
paying tribute to Young E. Allison, edi- 
tor of “The Insurance Field,” preceding 
singing of “My Old Kentucky Home.” 

The concluding announcement ex- 
pressed to company executives listening 
in from their home the Louisville 
board’s pledge of loyalty to sound prin- 
ciples in fire insurance underwriting. 

Telegrams and letters from company 
executives and local boards were read 
by General Committee Chairman Smith 
T. Bailey. E. A. Jonas, associate editor 
of the “Herald-Post,” delivered a hu- 
morous address. 








MUTUAL 50 YEARS OLD 

The Millers Mutual Fire of Alton, 
Ill, was fifty years old on February 
10 and representatives of the company 
from various points in Southern Illinois 
attended the annual meeting of the board 
of directors in honor of the golden an- 
niversary. Among the officers elected at 
the annual meeting were: President, H. 
B. Sparks; vice-president, George S. Mil- 
nor, and secretary-treasurer, George A. 
McKinney. : 


Department Store 
Insurance Discussed 


SMALL STORES ARE SUFFERERS 








Subject Brought By Nat’l. Retail Dry 
Goods Ass’n. at Pennsylvania Hotel; 
Sprinkler Equipment Great Aid 





At a one day session of the National 
Retail Dry Goods Association held last 
week at the Hotel Pennsylvania in New 
York, insurance was discussed in length 
by Warren F. Kimball, director of in- 
surance of the association who brought 
out some interesting facts. 

In part he said: “The actual cost of 
insurance in the small store when meas- 
ured by percentage of sales is gener- 
ally about twice as much as for the 
large store. There is a decided ten- 
dency in small stores to be inade- 
quately covered against catastrophe loss 
possibilities although at the same time 
paying considerable premium for pro- 
tection against minor and somewhat 
unimportant hazards. The small store 
especially in the small city does not 
receive as good service from brokers 
and agents as the large store. 

Under-Insurance Prevalent 


“There appears to be considerable 
under-insurance on buildings and furni- 
ture and fixtures largely due perhaps, 
to confusion of book value with sound 
or insurable value. Since a majority of 
small stores are subject to total de- 
struction by fire, it is particularly im- 
portant that they carry insurance to the 
extent of full sound value. The general 
absence of building and fixtures ap- 
praisals by outside appraisal companies 
and the relatively high fire rates on 
small stores both undoubtedly contrib- 
ute to having insufficient insurance. 

“There is no question but that de- 
partment store fire rates are high. They 
have got to be high just so long as 
the department store fire record is as 
bad as it is at present. Several of our 
member stores have burned up within 
a year. Departments as classified by 
the National Board of Fire Under- 
writers burn up $10,000,000 a year and 
that means $20,000,000 premium must 
be collected. There is only one way to 
reduce department store fire insurance 
cost and that is by installing automatic 
sprinklers. Many of the large stores 
have installed sprinklers but there are 
probably not over 700 or 800 sprink- 
lered stores in the country.” 





MICHIGAN STOCK LAW 


Stock insurance companies would. be 
permitted to purchase out of their sur- 
pluses, over and above legal reserves, 
in any securities of solvent, dividend- 
paying corporations other than insur- 
ance companies, at the discretion of their 
boards, under a bill to amend the in- 
vestments provision of the Michigan law, 
introduced during the past week in the 
state legislature by Senator Condon of 
Detroit. In the past, Michigan com- 
panies have been strictly limited in their 
investments but no effort has been made 
to enforce the Michigan standard on 
foreign companies licensed in this state 
so long as they conformed to the laws 
of their home commonwealths. An effort 
was made during the last session to 
broaden this law to some extent but 
thé measure died in committee. 





JULES J. ELDER DIES 


Jules .J. Elder, special agent at Rich- 
mond for the Connecticut Fire in Vir- 
ginia and the Carolinas, while in Charles- 
ton, S. C., last week, called to see his 
agent, Ben H. Weathersbee, and was 
shocked to learn that he had just dropped 
dead. It appears that Mr. Weathersbee 
was engaged in doing some interior var- 
nishing in his home when he was over- 
come by the fumes and fell dead. He 
had several other companies in his of- 
fice besides the Connecticut. He was 
48 years old. 
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W. L. H. Simpson Dies 
Suddenly In New York 


WAS LEADER IN MARINE FIELD 








U. S. Manager of British & Foreign 
For 30 Years an Outstanding 
Figure in Local Market 


Marine insurance circles in New York 
were saddened last week by news of the 
sudden death of William Lillie Hope 
Simpson, one of the leading underwrit- 
ers in the market, and United States 
manager for the British & Foreign and 
other British companies, and president 
of the American & Foreign of New 
York. Mr. Simpson died on Wednes- 
day, February 9, at the Lenox Hill Hos- 
pital, following an operation. He had 
not been in the best of health for some 
time but a few of his friends had thought 
that he was dangerously ill. 

Usually reticent, and forever keeping 
from under the limelight, Mr. Simpson 
nevertheless was considered to be one of 
the keenest and best known marine un- 
derwriters on this side of the Atlantic. 
He served on many important commit- 
tees of marine organizations in New 
York and his judgment on marine insur- 
ance problems was widely sought and 
respected. For over thirty years Mr. 
Simpson was associated with the New 
York market and was deeply loved by 
his associates in the business, competi- 
tors though they were. The marine 
market ifit New York is small, from the 
point of view of personnel, and the 
bonds of friendship between the heads 
of the various agencies and company 
offices become very close. 

Born in Liverpool, England, in 1870, 
Mr. Simpson was educated at the Liver- 
pool College and in Switzerland and 
jcined the head office of the British & 
Foreign in Liverpool in 1886. After gain- 
ing experience in various departments he 
was transferred to the United States 
branch in New York in 1896 and four 
years later became head underwriter and 
manager. 

Mr. Simpson came of a prominent 
family. His father, Hope Simpson, was 
manager of the Bank of Liverpool. In 
that position the father was succeeded 
by his son, James Hope Simpson, who 
was knighted for his services during the 
war. Sir James has since died. An- 
other brother of W. L. H. Simpson was 
Thomas Hope Simpson, who for many 
years lived in New York and was a 
partner in Balfour, Williamson & Co., 
international commission merchants. He 
also has passed on. 

Mr. Simpson was prominent in church 
work, being an elder in the Fifth Ave- 
nue Presbyterian Church. He was a 
member of the Richmond County Club, 
of the Down Town Association and of 
St. George’s Society. 

He is survived by his widow, Ella 
Frances Johnson Simpson, and two sons, 
Wellington and Edgar. Funeral services 
were held at the chapel of the Fifth 
Avenue Presbyterian Church Saturday, 
February 12. 

At the funeral, which was held last 
Saturday every officer and employe of 
the British & Foreign’s New York of- 
fice was present to pay last respects to 
their former friend and business associ- 
ate. During the services a poem was 
read, written by Mr. Simpson a few weeks 
ago to his wife, in which a premonition 
of death was expressed. He had been 
ill for some time with appendicitis. 





CAMDEN FIRE PROMOTIONS 

The Camden Fire last week promoted 
Barry Truscott from secretary to vice- 
president and Elwood S. Thompson from 
assistant secretary to secretary. 


French Should Form 
Companies at Once 


OPINION OF BRITISH WRITER 





Only Way to Beat German Reinsurance; 
Little Hope of State Salvation 
Is Seen 





In discussing competition with German 
reinsurance companies and the present 
position of French companies a writer 
in a British insurance paper said that 
in the old days before the war German 
managers never hesitated about incon- 
veniencing themselves to travel to such 
distant countries as Japan, South Amer- 
ica and South Africa for the purpose 
of obtaining representatives, creating 
branches, making agreements and trans- 
acting business. It is common knowl- 
edge that the German government effec- 
tively supported its people in all their 
commercial, industrial and financial un- 
dertakings abroad, he continued. Not 
satisfied with that, and particularly in 
reference to German insurance and re- 
insurance, the government in Berlin ably 
seconded their operations by establish- 
ing and publishing official researches, 
and statistics on insurance and reinsur- 
ance in Germany and other countries, 
such as one would look for in vain else- 
where. These publications constituted a 
complete synopsis of all insurance and 
reinsurance matters; researches, reports, 
statistics—their utility is incontrovertible. 

It is to these combined causes that one 
must ascribe the important development 
that German insurance and reinsurance 
has enjoyed since 1870, as much in Ger- 
many as abroad. 

Were Tributaries 

This writer, his article appearing in 
“The Policyholder,” concluded’ by say- 
ing: 
“Before the present war French com- 
panies, like those of many other coun- 
tries, were simply tributary to German 
reinsurance companies. They contrib- 
uted to the success of these companies 
by giving them about 100,000,000 francs 
in premiums annually, which was partly 
recovered, it is true, by retrocessions 
which these German companies passed 
back to certain French companies. 

“To escape from this tribute the allied 
countries have only one way open to 
them, which consists in establishing in 
each of these countries reinsurance com- 
panies sufficient in number to replace 
the German companies. Left to them- 
selves, indeed, private corporations of 
this class may enter on and sustain a 
successful struggle against German rein- 
surance companies, by satisfying, first 
of all, the needs of their own countries, 
by organizing the necessary retroces- 
sicns with similar corporations in allied 


or friendly neutral countries and by car- 
rying the attack into other countries, 
where German companies still exercise, 
as a matter of fact, their supremacy. 


Not a State Possibility 


“To require such services from a state 
institution appears to us to be impos 
sible. At the most an institution of this 
class might, to some extent, fulfil the re- 
quirements of its own country. The re- 
trocession to foreign companies and the 
acceptance of reinsurance of its own 
country or of foreign retrocessions would 
transform it ‘ipso facto’ into an ordinary 
commercial company and would oblige 
it in consequence either to limit its lia- 
bility by refusing to accept more than 
a part of the reinsurance necessary to 
its country, or in accepting and retain- 
ing them all to expose itself to the pos- 
sibility of succumbing lamentably under 
a mass of accumulated risks. 

“A state institution could not, in any 
case, take part in the struggle which 
must necessarily be entered upon against 
the German reinsurance companies in 
every foreign country, and thus it would 
assist in conserving for the latter the 
large profits which they receive from 
this business owing to the monopoly 
whiich they possess there. 

“There must then be important rein- 
surance companies speedily formed in 
France by the initiative of skilled insur- 
ance men and with the support of in- 
dustrial, financial and commercial men 
of high standing. Once these companies 
are formed, they must establish between 
themselves subsidiary agreements, they 
must spread everywhere in allied and 
friendly neutral countries, and the result 
of this will be not only that German re- 
insurance operations will be seriously 
contested and diminished, but also that 
a new industry will be founded to the 
advantage of the country. 

“Moreover, it seems certain that in 
allied and friendly neutral countries this 
necessity and the advantages of this 
course are already well understood. 

“In Franch, during 1916, three new 
companies were formed, in Russia the 
early formation of a new reinsurance 
company is announced, although this in- 
dustry is already prosperous there, and 
the existing companies appear to have 
made the necessary arrangements to es- 
cape from the German yoke, for they 
now print their accounts in French or 
English, and we know that in England 
eminent insurance men have quite de- 
cided to assist the movement. 

“Among friendly neutrals the same 
disposition is clearly shown. It is very 
remarkable that in the small but ener- 
getic country of Denmark the number 
of reinsurance companies was increased 
from six in 1914 to eleven in 1916, their 
capital from 27,000,000 kroner to 62,000,- 
000 kroner, and their annual premiums 
from 23,000,000 kroner to 60,000,000 kro- 
ner, or more than 100,000,000 francs, ex- 
ceeding by more than three times the to- 
tal premiums received in 1915 by French 
reinsurance companies when German re- 
insurance companies were not able to 
intervene.” 
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APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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Report to Virginia Legislature Asks Con. 
solidation of Insurance and 
Banking Departments 

Consolidation of the Virginia bureau 
ot insurance and division of banking up. 
der the state corporation commission is 
recommended in a report of the Citizens 
Committee on Consolidation and Simpli- 
fication in State and Local Government 
submitted to Governor Byrd of Virginia MAY 
last week. Bills embodying recommen. [M7 
dations contained in the report are now 
being drafted and will be introduced in 
the general assembly when it convenes Y 
in special session at Richmond next 
month. 

In recommending consolidation of the . 
bureau of insurance and division of 
banking, the report says: “The consoli- 
dated bureau should be known as the 
bureau of insurance and banking ané 
should be headed by a commissioner of 
insurance and banking appointed by the 
state corporation commission. The pres- 
ent offices of commissioner of insurance 
and chief examiner of banks should be 
discontinued as such. This consolidation Tip 
will promote: efficiency and will result in 





a substantial saving.” Pg 

As neither the bureau of insurance nor Mtion: 
the division of banking are constitutional bod ¢ 
offices, the general assembly can bring Me ney 
about the consolidation at the forthcom- {% at | 
ing session if it so desires. Under the Mittiest 
present law, the division of banking is Mhat is 


directly under the corporation commis 
sion, its chief being appointed by the 
commission. The bureau of insurance is T 


under the commissian only to. the extent MMA fri 
that the rulings of the commissioner of 4 imy 
insurance are subject to review by that Mit R. ' 
body. Otherwise it functions as a separ- jpuaran 
ate entity. ich | 
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RINMAN’S FRUITFUL VISIT 


The adherence of London underwriters 
to the International Marine Insurance 
Union was brought about largely by: 
personal visit to London by Axel Rin- 
man, of Gothenburg, president of the 
Union, who not only. enlisted the syn- 
pathy of several leading underwriters, 
but obtained the official support of the 
Institute. In consequence, the London 
market was strongly represented in the 
conference held ‘at Scheveningen in Sep- 
tember, at which a number of important 
agreements and resolutions were adopt- 
éd, many of which bore evidence of the 
influence of London opinion. 





BAY STATE CLUB MEETS 


W. T. Furness, of the Commercid 
Union, was last week elected president 
of the Bay State Club, composed of New 
England special agents, at a meeting it 
Boston. The other officers _ include: 
Vice-President, C. H. Senter, Phoenix; 
treasurer, W. A. Bell, Aetna Fire; sectt 
tary, W. R. Ryan, North British; enter 
tainment committee, R. G. Hinkley, 
American, chairman. Ralph H. Good: 
win, assistant manager of the Easter! 
department of the Fireman’s Fund, wh 
spoke, declared that the saturation pout! 
for automobiles in the United State 
had not been reached and that the mat 
ufacturing companies were not keepillf 
up with the demand for cars. 





UNIVERSAL MAKES GAINS 


The Universal of Newark, which the 
writes marine insurance lines under the chat 
management of Talbot, Bird & Cu sop 


showed gains last year in assets, 
serves and net surplus. Total assets a 
now $1,712,723, a gain of nearly $100(ll 
over a year ago. The net surplus ° 
$432,890 above the cash capital of $l 
000. The company has been operatilt 
since 1921 and has made excellent pros 
ress, considering the generally unhealtly 
condition of the marine field since t 
war. 





BLUE GOOSE MEETING 
The Mississippi Valley pond of 
Blue Goose will hold an initiation meet 
ing at St. Louis on February 14. 
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Tip to Insurance Banquet Managers 
I don’t want to drive into the office 
M. H. Aylesworth, president of the 
ational Broadcasting Co., New York, a 
pod of invitations to talk, but of all 
e new speakers that I have heard late- 
at banquets he is. the brightest and 
ittiest, and can be brief if brevity is 
hat is asked of him. 
iy 


Tuttle’s Stock Selling Letter 


A friend of mine received a beautifully 
hd impressively printed letter from Rob- 
tR. Tuttle, general manager, National 
waranty Fire of Newark, this week, 
ich frankly puzzles him because he is 
able (not being in the insurance busi- 
ss) to find out just what Mr. Tuttle 
ns to sell. 

The letter reads: “An opportunity is 
bw extended to you to join the gen- 
men named on the reverse side of 
$s invitation in an enterprise that is 
bt only safe, but that is sure to return 
very satisfactory profit. Upon receipt 
the enclosed card, we will send you 
formation for your careful considera- 
pn.” It is signed “Robert R. Tuttle, 
eneral Manager.” Return slip and 
amped envelope are enclosed. 

My friend wonders why Mr. Tuttle 
Kdn’t give the name of the company he 
Presents. “Why the mystery,” he 
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e Be 
A Tie-up With F. & C. 

he Old Colony Club, which has rented 
ace at 8+ William street, established 
bout two years ago the Old Colony 
surance Sureau, which furnishes ex- 
tt information relative to insurance 
ters, acting solely in an advisory ca- 
tity. Registered members of the In- 
ance Bureau may apply for $10,000 
ecial accident policies under a group 
otection agreement with the Fidelity 
Casualty Co. They pay $5 a year for 
‘Protection which carries a $50 week- 
ndemnity for total disability; and 
P wekly ior partial disability. 

About $15,000,000 of this insurance has 
tady been placed through the Bureau. 
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A Real Pep Talk 

I saw Frank H. Davis, vice-president 
the Equitable Life Assurance Society, 
charge of production, make a crowd 

00 men stand up and cheer for at 
Sta minute last week. He had been 
Siding at a conference of managers 
Pm all over the country for three days 

at noon of the third day decided 
»wind up the proceedings. 

, wanted to lift them up and he cer- 
ily did although just how it was done 
Aha that I can’t now recall. After 
ip or so intervenes it is difficult to 
. these executives who are heads 
Sales forces of thousands of men move 
te. €smen emotionally ‘and spiritually. 

Stness, power and eloquence have 
nething to do with it; the fact that 
Y have confidence in the loyalty of 

























a 
— 
the men has its share, too. Both under- 


stand and admire each other and have 
known by past experience what to expect 
in the future. There seems to be’a bond 
of affection, certainly a most important 
point. Producers like executives with 
backbone, who will stand behind, en- 
courage and pull them up even if some- 
times the executives give them the devil. 

The only thing specific that I can now 
remember that Mr. Davis said and which 
can be passed to readers, is this: 

The man who kicks loses a step. 

* * 





Lloyd’s New Arms 
The accompanying illustration is of the 


arms granted to the Corporation of 
Lloyd’s by the College of Arms. In her- 
aldic terms the arms are described as 
follows: 

Arms—Per fesse Argent and Azure, in 
chief a Cross with in the dexter canton 
a sword erect Gules, and in base a fouled 
anchor in bend sinister Or. 

Crest—Upon waves of the sea a repre- 
sentation of his Majesty’s ship La Lu- 
tine, 32-Gun Frigate in full sail, all 
proper. 

Supporter—On either side a Sea Lion 
proper, the head and mane Or, support- 
ing a Trident erect also proper. 

The coat of arms will be one of the 
decorative features of the main entrance 
to Lloyd’s new building in Leadenhall 
Street. 

ar ee 
Former Austrian Archduke Is Insurance 
Agent 

The life of Leopold Wolfing, insurance 
agent, nephew of the late Emperor 
Francis Joseph, and a former Archduke 
of Austria, is one of the hidden ro- 
mances of the house of Hapsburg. Ina 
remote suburb of Vienna beyond the 
Danube one of the new houses erected 
by the municipality of Vienna is occu- 

pied by Wolfing. Twenty-four years ago 
he voluntarily surrendered his connec- 
tions with the imperial house to live his 
life in his own way and in 1912 re- 
nounced his rights as Archduke Leopold 
Salvator and became plain Leopold 
Wolfing. 





If one visits the old man in his leisure 
hours he may generally be found poring 
over some mathematical problem. He is 
at present engaged on a new theory of 
prime numbers. On weekdays he indus- 
triously plies his calling of insurance 
agent, and may be seen toiling up and 
down stairs making his calls. “My job 
is laborious,” he says. “One makes a 
hundred calls, finds about twenty people 
at home, and, perhaps, concludes one 
proposal.” 

Nevertheless, Leopold Wolfing is sat- 
isfied with his life. He has often been 
much worse off. A few years ago he was 
earning his bread for a time as a porter 
at a Berlin railway station. He has been 
an advertisement agent, a cinema em- 
ploye, a cabaret artist, a teacher of lan- 
guages, a foreign correspondent, and 
publisher of a small financial paper. Now 
he feels comparatively settled. His 
adopted daughter, Louise, who nursed 
him through a serious illness, married a 
prosperous grocer, and he lives with her 
and her husband, sometimes even giving 
a hand behind the counter. 

ar ee 
Medical Diagnosis 

In his talk at Detroit a few days ago 
Dr. Henry W. Cook, vice-president of 
the Northwestern National, who is a 
M. D. as well as being an insurance 
executive, humorously gave currency to 
a couple of medical fraternity tales 
which have been going the rounds. Dr. 
Cook told this one to indicate a feeling 
in some quarters that medical diagnosis 
is not an exact science: 

First man: Did Dr. Jones tell you 
what you had? 

Second man: No, he took what I had 
without telling me. 
Ee” 

Frank E. Campbell 

Frank E. Campbell, the Broadway 
undertaker who has insured his son for 
policies he hopes will reach a million, 
has never shied at publicity. In fact, 
several years ago he hired a clever lit- 
erary man to write ads for him which 
had the whole town talking. He is a 
member of the Rotary Club and at a 
luncheon given here some time ago was 
featured in a way which had everybody 
gasping for breath. Somebody played a 
funeral dirge and then into the dining 
rocm walked a group of pallbearers 
bearing a wooden casket. They sol- 
emnly walked up to the head table and 
deposited their burden whereupon the 
lid of the coffin was opened and out 
popped the corpse, which was none other 
than Mr. Campbell himself. It is not 
recorded whether the members of the 
club were able to eat their luncheon as 
heartily as if the proceedings had taken 
on somewhat of a different character. 

It was at the Campbell undertaking 
rooms where the body of Valentino, the 
moving picture actor, remained until an 
army of ghouls tens of thousands strong 
marched by for days while platoons of 
police tried to keep order outside. 


Insurance of Passengers’ Baggage 
broad 

The enormous expansion of foreign 
travel of late years has brought the in- 
surance of personal effects on the voyage 
prominently before the general public. 
Several companies in England have been 
formed specially to deal with this class 
of risk, and offer a number of different 
class policies, at different rates of pre- 
mium. To the uninitiated one class of 
cover seems very like another and it is 
frequently due to the agent, who fre- 
quently is the agent who has booked 
the passages and has but very scant 
knowledge of the rudiments of insurance, 
that absolute protection—which the pas- 
senger expected—is not obtained. This 
sort of thing, when claims are even 
rightfully disputed, is calculated to give 
the company on the risk a bad name, 
and incidentally does harm to insurance 
all round, for there is no business in the 
world where the general public is more 
apt to throw mud, and as is ever the 
case, some must stick. 

Exasperated claimants have been air- 
ing their supposed grievances in the Lon- 


don press, and even these publications, 
in their ignorance of insurance condi- 
tions, have frequently been, to say the 
least, exceedingly: sympathetic in their 
remarks at the hardships of the in- 
sured(?) and insinuate that the under- 
writers are not above taking advantage 
of technicalities. 

The Journal of Commerce, Liverpool, 
which has on more than one occasion 
referred to the subject, with the idea of 
making the underwriters’ and insured’s 
position equally clear, has just published 
another article on the same subject. 

Se ee 


Reader Loyalty Determines Advertising 
alue of Periodicals 

Insurance people often wonder why 
newspapers of small circulation frequent- 
ly have advertising contracts which pa- 
pers of much larger circulation do not 
have. There is a tremendous amount of 
specialized advertising, especially about 
finance, books, etc., where the “Saturday 
Evening Post” with its 2,250,000 circula- 
tion has not a look-in whereas on such 
articles as automobiles, canned soups, 
etc., the papers getting the financial and 
book advertising are but sparsely repre- 
sented with these products in their col- 
umns. 

Of course, the real reason is that every 
successful paper has its own clientele of 
readers, and advertisers aim to reach a 
clientele. There are many men, for in- 
stance, who scorn the “American Maga- 
zine” and the “Saturday Evening Post” 
and prefer to devote their evenings to 
the “Atlantic Monthly” or similar period- 
icals of small circulation. 

The situation is pretty well described 
by Edwin J. Huber, advertising manager 
of the Rochester “Journal-American and 
Post-Express,” in a recent article. He 
says in part: 

_ “Mass circulation is good only when 
it is good circulation. Its quality can- 
not be determined by its size. Neither 
can the reader interest be so measured. 

“Many factors enter into what is 
termed reader interest. 

“Loyalty of a reader to his newspaper 
is one. Sometimes the best newspaper 
has the smallest circulation. At least 
this particular newspaper is very defi- 
nitely the best paper to its own group 
of readers. Otherwise why would it ex- 
ist f 

“Of course, this does not apply to a 
publication supported by wealthy inter- 
ests, or to a newspaper that chronically 
loses money. 

“But it does emphatically apply to the 
paper that, although it is much smaller 
than its competitor, operates on a profit. 

“Obviously its reader group believes in 
its policy and is more interested in read- 
ing it than any other paper. This is the 
kind of reader interest that produces in- 
terest in advertising. 

“The reader group’s loyalty to a small 
paper is frequently more manifest than 
the same loyalty to a much larger paper. 

“Why? Frequently, because the small 
paper is generally striving to grow, it is 
more anxious to please its readers and 
advertisers. Newspapers that lead all 
competitors by a safe margin develop a 
spirit of arrogance.” 

2s '>s 
Believe It or Not—— 


A story is going the rounds of how a 
man in Idaho insured himself for $1,000 
against the event of his wife having 
twins and collected his claim. His rea- 
son for taking out the insurance was 
that since both sides of his family had 
had numerous cases of twins he did not 
think that he would get them, too. 

To his surprise two bouncing babies 
were borne by his wife and when this 
lucky man received his money he de- 
posited $500 of it in the bank as a sav- 
ings account for his ew born children. 





Alexander M. Shields, formerly one 
of the leading agents’ on the Coast, is 
now running a duck farm in California 
and a ranch. Some time ago he took a 
trip around the world. He has prac- 
tically retired from the life insurance 
business. 
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Judge Puzzled by “Not 
Taken” Controversy 


“COMPLICATED,” 





SAYS BIJUR 





Hears Counsel for Brokers 
Bureau Try to Explain Their 
Sides; Asks for Briefs 





The injunction suit, brought by the 
Fire, Marine & Liability Brokers’ Asso- 
ciation of New York, to stop the Na- 
tional Bureau of Casualty & Surety 
Underwriters from putting into operation 
the proposed central bureau for the regu- 
lation of free insurance and “not taken” 
casualty policies, did not go through this 
week when the matter was brought up 
in the New York Supreme Court before 
Judge Nathan Bijur. The ultimate result 
oi the hearing, atter more than an hour’s 
discussion, was that the counsel for both 
the central bureau and the brokers’ as- 
sociation were asked to file briefs to be 
submitted to the court by next Monday 
atternoon. In the meantime, the central 
bureau will continue to operate. 

For some weeks the interest of the 
“street” has centered on this contro- 
versy. The brokers have been waging 
a lively fight against the formation of 
the central bureau which came to a head 
last week when suit was instituted by 
C. H. Rosensweig, of Stephens & Co., 
New York, on behalf of the Fire, Ma- 
rine & Liability Brokers’ Association, to 
compel the plan to be abandoned by 
court action. It really amounted to a 
test of Superintendent Beha’s powers 
since he had officially sanctioned the 
rules. 

Judge Calls Matter Too Involved 

Among the personalities at the court 
hearing were President Keleher, Secre- 
tary Arnow and Herman Bayern, Gen- 
eral Brokers’ Association; President 
Owen, Secretary Harris and Mr. Ro- 
sensweig, Fire, Marine & Liability 
Brokers’ Association ; and H. P. Stell- 
wagen, National Bureau. Counsel for 
the brokers were Thomas Gilleran and 
Oscar Meyerson; for the companies, 
Henry L. Sherman. 

Judge Bijur allowed each side to pre- 
sent fully its arguments and at the con- 
clusion said that the matter was so in- 
volved that it would be impossible for 
him to say or do anything. “I’m so 
thoroughly at sea now that I wouldn’t 
issue any order,” was his comment. He 
also didn’t see why the matter should be 
sprung on him at the “thirteenth hour”; 
in fact, on the very day that the central 
bureau became operative. 

When counsel for the brokers brought 
out how thoroughly incensed his clients 
were over a plan which they felt was a 
conspiracy against them, Judge Bijur 
said: “If you want an injunction against 
some one I must find out why. There 
is nothing illegal about the central bu- 
reau. Neither do I see anything which 
savors of conspiracy. ‘The companies are 
not taking your commissions away from 
you.” 

Counsel Gilleran’s Contentions 

First Counsel Gilleran presented the 
brokers’ side, emphasizing that Super- 
intendent Beha’s powers were only 
meant to be ministerial, that outside of 
clerical work he had no authority to 
undertake such a task as promulgating a 
set of rules for the regulation of free in- 
surance. Furthermore, he had no right 
to require uniform order blanks for the 
brokers. Mr. Gilleran said that these 
order blanks were more difficult to fill in 
than an income tax report. When Judge 

3ijur asked him the grounds on which 
the complaint was based, he replied: 
“Its complexity.” 

It was further pointed out by the 
brokers’ counsel that the plan called for 
the broker’s signature to the ue 
order blank. “In addition,” he said, 


- 


and for. 


is asked that the insurance broker be 
responsible for earned premiums, which 
we feel is an imposition.” 

Counsel Sherman Argues His Case 

Counsel Sherman, representing the 
central bureau, then gave his side, stress- 
ing the fact that the free insurance evil 
had been a sore spot for more than 
teri years and was costing the companies 
more than $4,000,000 annually. He then 
said: “The position of Superintendent 
Beha has been made quite clear. Under 
the present law he has power over rates 
which he has never had before.” He 
added that the rates prepared by the 
National Bureau were tested by the Su- 
perintendent as to their adequacy and 
reasonableness. They must also be non- 
discriminatory. _ Superintendent Beha 
was charged with the duty of stopping 
wastage and he had approved the cen- 
tral bureau as one way in which this 
cculd be accomplished. 

The bureau’s counsel said he could not 
find from the complaint that there was 
anything calling for action in any way. 
The formation of the central bureau was 
in response to the agitation going on in 
the community and was not in any way 
a conspiracy against the brokers. 

Judge, Bijur’s Reaction 

After hearing from both lawyers 
Judge Bijur said to the brokers: “The 
superintendent of insurance is doing 
nothing to you; he isn’t withdrawing 
your licenses. Apparently, the insurance 
companies have made some ruling which 
you don’t like.” He then asked: “What 
is the basis on which you are trying 
to enjoin the bureau?” To which the 
brokers’ counsel replied: “Because the 
insurance companies are asking us to 
sign this blank. We say it is illegal.” 
Judge Bijur did not go into the illegality 
of the order blank. He said he didn’t 
understand that part of the controversy 
and the more explanations were made to 
him the more confused he seemed to 
get. 
The hearing was brought to a close 
when the judge said: “I shouldn’t think 
that the universe would be very much 
shakened by the central bureau’s going 
into effect.” 





SOUTHERN SURETY ENJOINED 
FROM PROSECUTING SUITS 

An injunction preventing the Southern 
Surety from proceeding with Supreme 
Court suits against the New Jersey Fi- 
delity & Plate Glass and the Commer- 
cial Casualty, both of Newark, pending 
final hearing in Chancery Court, has 
been granted ny Vice Chancellor Backes 
of Newark, 

The suits are to recover $50,000 re- 
insurance against each of the Newark 
companies on a bond executed by the 
Southern Surety to protect deposits of 
Allegheny County, Pa.. in the Carnegie 
Trust Co., which failed. 


OPENS NEW BONDING DEP’T. 

The New York Indemnity has ar- 
ranged through President Spencer Wel- 
ton,. for their agents, Marshall & Ken- 
nedy of Philadelphia, for the establish- 
ment of a department for the develop- 
ment of fidelity and surety bond business 
in Philadelphia, Eastern Pennsylvania 
and Southern New Jersey. 

Harry A. Marston is to manage this 
new department. Mr. Marston was for- 
merly manager of the Tennessee branch 
of the Fidelity & Deposit Co. and for 
the past year manager of the bonding 
department of G. L. and H. J. Cross 
of Providence, R. I 


MADE DIRECTOR OF AGENTS 

George F. Manzelmann who has been 
with the North American Accident for 
fifteen vears, successively as bookkeep- 
er, cashier and auditor and assistant to 
Vice-President Luther, is to take charge 
of the agency field under the title of 
director of agents. 
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Present And Future 
Of Auto Rate-Making 


AS H. P. STELLWAGEN SEES IT 





Speaking Before Toronto Insurance In- 
stitute, He Describes Statistical Plan 
as Most Effective in Operation 





The Insurance Institute of Toronto, 
Canada, was treated yesterday to a talk 
on the “Fundamentals of Automobile 
Rate-making,” by H. P. Stellwagen, sec- 
retary-treasurer, National Bureau of 
Casualty & Surety Underwriters, who 
took a special trip up to Toronto to ap- 
pear before the Institute members. 

Mr. Stellwagen’s talk was interesting 
in that it gave the Canadian insurance 
people a slant on the methods developed 
in the United States for determining 
rates on automobile public liability, prop- 
erty damage, collision and fire and theft 
insurance. He developed his talk from 
the premise that the rate-making proce- 
dure is not simply a subject for academ- 
ic discussion by actuaries and statisti- 
cians, but a very practical matter of con- 
siderable importance to the company 
management itself. 

“Automobile rate-making,” he said, ‘ 
a problem in cost accounting. The 
srowth of the business and the increas- 
ing diversification of the hazards insured 
have demonstrated the inadequacy of 
general accounting and methods and re- 
sults as a basis for rate-making. Specifi- 
cally, the financial statement which 
shows the profit and loss for the automo- 
bile lines combined is not only insuffi- 
cient but actually misleading as an ex- 
hibit upon which to predicate rates. An 
accounting of units is necessary, requir- 
ing the application of statistical method 
and actuarial analysis.” 


Rates Must Be Adequate 


Continuing he said: “Automobile 
rates, like other insurance rates, must 
be adequate, reasonable and nondiscrim- 
inatory. The rate should ‘be adequate 
not only to take care of the losses and 
expenses incurred by the company, but 
aiso to yield a fair underwriting profit 
as an incentive to the continued devel- 
opment of the business. 

“At the same time, the rates must be 
reasonable, that is, not excessive for the 
protection and service demanded by the 
public. Lastly, the rates must represent 
a proper distribution of losses and’ ex- 
penses over the various classes of risks 
so that one policyholder is not required 
to make up for the deficiency in another’s 
premium.” 

Mr. Stellwagen developed to some ex- 
tent on the statistical plan of rate-mak- 
ing which has been developed by the 
National Bureau and which is used by 
its member companies in reporting auto- 
mobile statistics for casualty lines. He 
explained how it provided that separate 
experience should be kept on public lia- 


bility, property damage and each of 
sev eral forms of collision insurance. P 
vision is also made for a separation 
all risks into four general types: privd 
passenger cars, commercial cars, pub 


automobiles and garages and deale 


risks. 


Territorial Divisions 
Next, for statistical purposes, 
United States is divided up into 0 te 
ritorial divisions, which for purposes 


coding and tabulation, are condensed| 


251. These territorial divisions give! 
following : 

1, An individual experience for ea 
city of 100,000 population and over. 
An individual experience on each of 
territories suburban to very large citi 
3. Combined experience within ea 
state on all territories immediately 1 
rounding the cities with a population! 
100,000 and over. 

4. Combined experience within ea 
state on all cities with a population 
25,000 to 100,000. 5. Combined expel 
ence within each state on all territor 
immediately surrounding the cities 1 
a population of 25,000 to 100,000. 6. 
perience for the remainder of each sta 
(all area in each state lying outside! 
territories enumerated in 1 to 5). 

Units of Exposure 

Developing the subject further, 
said: “For casualty insurance the ol! 
mon unit of exposure is the ‘cat-ytd 
i. €., one car insured for a term of twt 
months. Thus a car insured for § 
months is counted one half a car-yédj 
a car insured for nine months is coutll 
three-fourths of a car-year, and s0¢ 
The unit of exposure for garage 2 
dealer risks which are insured on! 
basis of payroll is $100 a payroll 
taxicabs written on the mileage 
the mile is the statistical unit aol 
similarly for other peculiar underwt 
bases. 

“For fire and theft ene the si 
tistical unit of exposure is $100, 
liability. The liability or amount at fi 
is adjusted to an annual basis in all cz 
where the insurance is written for 2! 
riod less than a full year. ‘Thus, 
car insured for $1,500 and written! 
only four months, the liability repo 
for statistical purposes would be $ 

“From the data submitted, two im™ 
tant factors may be calculated: ont’ 
‘rure premium’ obtained by <lividing! 
total losses incurred by the .expostl 
and two, the ‘loss ratio’ obtained by 
viding the losses incurred by the netf 
miums. For the casualty lines | 
‘claim frequency’ may be deiermine 
dividing the claims by the cxposutt 
this factor has been found to be al® 
tremely useful guide in rate- making. 

Serve Two Important Purp 

“These statistical plans serve te 
portant purposes. First, they provitt 
a carefully constructed set of class! 
tions with appropriate codes W i } 
produce for the rate maker all the! 


(Continued on page 39) 
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ational Bureau Sends 
Out New Auto Manual 


RUCK RATES ARE INCREASED 


ttle Change in P. L. and P. D. Rates 
on Private Passenger Cars; Impor- 
tant Rule Changes Made 





New rates for automobile casualty bus- 
ess, promulgated by the National Bu- 
nu of Casualty & Surety Underwriters, 
came effective on February 14 for all 
wand renewal policies. An analysis of 


e new manual indicates that no 
anges have been made in the public 
bility and property damage rates for 
ivate passenger cars except in a very 
w territories. The rates for two- 
eeled motorcycles and. electric private 
ssenger cars are no longer shown on 
e state rate sheets and are now equal 
25% less than the rates for the low- 
symbol private passenger car in each 
rritory. 

here has been a complete revision on 
blic liability and property damage 
tes for commercial cars. The net ef- 
t of the revision is an increase for 
th public liability and property dam- 
e. However, some territories have re- 
ived decreases in rates which are jus- 
fed by favorable experience. On the 
ole the property damage experience 
commercial cars has been quite un- 
vorable, particularly for heavy and 
edium trucks in the higher rated busi- 
ss classifications. In quite a number 
territories, therefore, the new prop- 
ty damage rates for commercial cars 
the medium and heavy load capacities 
eas high or higher‘than the public 
bility rates for the same territories. 

Garage Payroll Rates Higher 
The public liability and property dam- 
ke payroll rates for automobile gar- 
es and storage garages have been in- 
tased in a number of territories. In 
dition the minimum premiums for gar- 
ke payroll policies and the demon- 
rating rates have been revised. A gen- 
al revision has also been effected in 
€ public liability and property damage 
tes for each of the several underwrit- 
bases for public automobiles. In ad- 
tion, the excess limits charges for pub- 
liability on public automobiles have 
tn changed and there are now two ex- 
8s limits tables applicable to public 
itomobiles, 

Little Change in Collision Rates 


The 1926 collision rates are continued 
t 1927 except in certain territories 
ere the experience has been poor and 
tes have been increased. The in- 
fases apply particularly to private pas- 
om cars in the lower rated terri- 
The collision rates for all commercial 
ts which are included in the property 


mage rate classes 1, 2 
© 100% j , 2 and 3, now carry 


~ »© increase over the regular com- 
Teal collision rates. 


Important Rule Changes 

The National Bureau has made some 
a rule changes affecting the ap- 
ation of the new rates. Some of 
tse follow: The $50 deductible prop- 
i amage coverage, heretofore avail- 
~ or commercial cars only, has now 
” oe available for public automo- 
«i he definition of collision cover- 
bili 4 n amended by limiting the 
Ps y ot the company for actual loss 
pbile wo” to the cash value of the auto- 
Drie at the time of the accident. 

' Baeey contractors are now rated 
bear asis of the “Y” premium for 
my Passenger cars and the medium 
na Premiums for commercial cars. 
hide an Payroll policy may now be ex- 
a cover the personal liability of 
ide bee whose remuneration is in- 
ok _ the payroll used to determine 
&- mium for the policy, at an addi- 

Premium of 10% of the premium 
Soy eta policy, subject to a mini- 
im pum equal to 50% of the mini- 

Premium for the garage policy. 


MADE ASSISTANT TREASURER 





T. L. Sogard Joins Independence Com- 
panies After Specializing in Insur- 
ance Manag t Probl 

Theodore L. Sogard has been made 
assistant treasurer of the Independence 
Indemnity and assistant treasurer of the 
Independence Fire. 

Mr. Sogard was born and educated in 
Minneapolis, Minn.; graduated from the 
University of Minnesota in 1917. He 
served in the world war as a regular 
army captain of cavalry and saw twenty- 
one months of active service in France 
with the Third U. S. Cavalry. 

He entered the employ of Temple, 
Webb & Co., certified public accountants, 
St. Paul, Minn., in the fall of 1919; re- 
ceived degree of certified public account- 
ant by examination from state of Minne- 
sota in 1922. Entered business in Min- 
neapolis in the spring of 1923 as a spe- 
cialist in office management, records and 
routine. Later moved offices to Chicago. 
Soon specialized there and gave most of 
his time to audits and office reorganiza- 
tion and management problems of in- 
surance agencies and insurance company 
home offices in the middle west and the 
east. 














DECLARES FIRST CASH DIVIDEND 


The action of the Independence In- 
demnity this week in declaring a 5% 
cash dividend was the subject of much 
commendation in casualty circles. It is 
considered as quite a remarkable achieve- 
ment for a new casualty company inas- 
much as the experience of the business 
is that it takes about six years before 
a company gets into the dividend paying 
class because of the heavy reserve re- 
quirements in casualty insurance. 

The annual report of the Independ- 
ence showed that its surplus increased 
during 1926 more than $85,000. It is 
now only four years old. 











BOSTON 
Paid-In Capital $3,000,000 


BUSINESS-BUILDERS 


™Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


DEVELOPING 


T. J. FALVEY, President 
Write For Territory 








American Surety Up 
To Its Highest Mark 


PRESIDENT BROWN’S' REPORT 





Has Rolled Up $118,287,508 In Premiums 
In 43 Years; Assets Now 
At $20,965,145 





The largest premium income in its his- 
tory is reported -by the American 
Surety in its forty-third annual report 
made public this week by President R. 
R. Brown. Besides the increased busi- 
ness the company showed increased 
earnings from its real estate and securi- 
ties, and established a record collection 
of salvage from claims. . 

Income from premiums for the year 
amounted to $9,257,184, an increase of 
$481,649, and income from dividends, in- 
terest and rents, less operating cost to- 
taled $1,081,798, an increase of $59,495. 
Expenses for 1926 amounted to $5,157,103, 
an increase of $202,798 and for taxes the 
ccmpany spent $326,098, an increase of 
$57,529. The losses from claims, less 
salvages amounting to $1,452,865, totaled 
$2,374,294 which is a decrease of $247,823 
from the 1925 total. 

The company’s excess of income over 

















Helping the Agent Sell 


In designing the Perfection 
Automobile Policy, one of our 
uppermost thoughts was, “What 
can we do to make this policy 
more attractive to the Agent?” 
We knew if he were given a 
contract in which he could point 
out marked advantages over 
competing forms, we would 
share in the resulting profit. 

The outcome is a policy with 
sixteen distinctive features— 
some absolutely new, yet, indis- 
pensable to complete protection; 
a policy simple in form, which 
can be handled at substantially 
lower agency overhead cost. 
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outgo amounted for the year to $2,481,- 
487 which, together with an increase in 
the value of securities unsold and profit 
on securities sold, made a total of $2,- 
602,743. Reserves for unearned premiums, 
expenses and taxes, the outstanding pre- 
miums, a special claim reserve and a 
depreciation of $100,000 taken on the 
company’s building at 100 Broadway re- 
duced this item to $1,666,594 of which 
$900,000 was paid out in dividends dur- 
ing the year on the company’s $5,000,000 
capital stock, the balance amounting to 
$776,594 was transferred to the surplus - 
account which now amounts with un- 
divided profits to $3,791,973. 

Increases in dishonesty among em- 
ployes holding positions of trust are re- 
flected in President Brown’s_ report 
which shows that during the year there 
were four per cent more claims than 
during the previous year. This increase 
was made up almost entirely from the 
additional number of claims in the fidel- 
ity department where employes are 
bonded for their honesty and faithful 
performance of duty. 

Fidelity Bond Claims 13% Higher 


Some idea of the greater frequency of 
these claims is shown by the fact that 
13% more claims were presented for 
embezzlement and dishonesty than dur- 
ing 1925. This is the only class of busi- 
ness on the company’s books on which 
the number of claims was greater than 
in the preceding year except forgery in- 
surance. Even. burglary insurance 
showed a reduction in the number of 
claims for the year and official and court 
and contract bonds registered a lower 
mark than for 1925. Some idea of the 
development of the surety business is 
given by the fact that in 1926 the num- 
ber of claims was much more than dou- 
ble the number listed in 1916. 

President Brown points out that the 
claim reserves of $4,027,800 is considered 
ample for the discharge of the company’s 
liability in all cases of default that have 
been reported under its bonds and in- 
cludes a special reserve amounting to 
$1,000,000 to cover the company’s esti- 
mated liability on reported losses. He 
also calls attention to a reserve of $900,- 
064 for expenses and taxes. 

The total value of the company’s as- 
sets on December 31 last was $20,965,145 
as compared with $19,278,115. President 
Brown states that this increase of $1,- 
687,030 represents chiefly the investment 
of teserves and undivided profits which 
were left in the business from the year’s 
operations after the payment of $900,000 
in dividends. The 100,000 shares of the 
company’s capital stock are held by 1,418 
persons, an average holding of- seventy 
shares of the par value of $500. 

During the life of the company it has 
received a net premium income of $118,- 
287,508. Its net losses have been $30,- 
102,330 and its expenses $68,504,884. The 
stockholders of the company have re- 
ceived in cash dividends $14,737,500. 





GET R. B. JONES & SONS 


The New. York Indemnity has ap- 
pointed R. B. Jones & Sons of Kansas 
City, Mo., as its representatives to write 
all casualty, fidelity and surety lines.: 
Cliff C. Jones of the firm was a former 
president of the National Association of 
Insurance Agents. The New York In- 


demnity is to be congratulated on this 
appointment. 
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Independence Answers Questions 





Here are some questions asked by 
agents of the Independence Indemnity and 
the company’s answers thereto: 


I am trying to sell to the employer of 
a cashier in a small business a $10,000 
fidelity bond. Will you please give me a 
brief argument that I can use in securing 
the business? 

Mr. Small Employer, you are just the 
one who needs the protection of a bond. 
Your investment is small and a default of 
$10,000 by your cashier would be not 
merely a loss, it would be fatal to your 
business. You are much more in need of 
protection against catastrophe than a 
large, wealthy corporation, yet such cor- 
porations always bond their cashiers. 
Governmental authorities all recognize 
the importance of bonds and require their 
cashiers (treasurers) to give bond, al- 
though a public treasurer is much more 
able to stand a loss than a small indi- 
vidual. 

Money is the most easily lost of all 
kinds of property. The danger is continu- 
ously present. You insure your buildings 
and bulky merchandise against fire. How 
much more reason is there for your in- 
suring your money against the many 
methods of theft and embezzlement. 

Granting that your organization is small 
and subject to your personal supervision, 
and that your cashier has been with you 
for a long time and is well known to 
you personally, the fact still remains that 
the danger is present. Surely companies' 
records show thousands of losses under 
similar circumstances. Trusted employes 
have gone wrong, and the next may be 
yours. Most embezzlements are the re- 
sult of pressure of circumstances rather 
than inherent dishonesty. Perhaps your 
cashier will be unexpectedly subjected to 
pressure unknown to you and in your ab- 
sence or by concealment may undertake 
to relieve the pressure by “borrowing” 
your money. His opportunities for em- 
bezzlement increase with the degree of 
trust you repose in him. Knowing that 
he is bonded and that he will have to 
answer to a surety company which will 
recognize no friendly consideration may 
deter him from committing a crime. It 
has done so in many cases. 

Your business is small and needs your 
undivided effort for development. You 
have troubles enough at best, and every 
worry that you can eliminate is for the 
advantage of the business, as well as for 
your own sense of security. The knowl- 
edge that your business is protected 
against catastrophes is worth more than 
the small premium involved. With your 
mind free from worry to that extent you 
will be much better prepared to develop 
your business successfully. 

In the case of a small bank employing 
six or eight people which is preferable— 
a blanket bond or individual fidelity 
bonds? 

The only answer possible is that the 
blanket bond is preferable. Its cover is 
much broader, and while it costs more 
premium, the added protection is well 
worth the extra cost. In buying any- 
thing intangible the only safe guide is 
to buy the best obtainable. What is 
wanted here is protection, and partial pro- 
tection does not serve the purpose. 

Fidelity bonds guarantee against per- 
sonal dishonesty only, while the blanket 
bond covers that, and in addition, covers 
holdup and other hazards. Much the same 
problem is before the bank when buying 
equipment. An iron.safe may be bought 
cheap, while a burglar-proof vault costs 
much more. If the bank decides to buy 
the iron safe at the low price it does 
not get the burglar-proof protection and 
the cheaper device may prove the more 
expensive. 

Can the company replace broken plate 
glass, which it has insured, quicker than 
one who does not have his glass insured? 

Yes. Glaziers realize that insurance 
cempanies control considerable business, 
and therefore, an insurance company’s 
account is quite attractive. Glaziers ex- 


ert themselves to handle business given 
them by plate glass insurance companies 
with great care, and immediate service 
in replacing is the result. It is easily un- 
derstood why a glazier would give pref- 
erence to a customer giving him consid- 
erable business over one who calls on 
them for assistance only infrequently. 


Does the company require a completed 
open stock inspection report to intelli- 
gently handle this kind of burglary in- 
surance ? 


Yes. The physical condition of a risk 
has a great bearing on its acceptability as 
far as open stock insurance is concerned. 
No risk should be bound by an agent, 
nor should a policy be issued until after 
an inspection has been made, and the 
physical risk made satisfactory. An in- 
spection report should accompany all ap- 
plications reporting new open stock busi- 
ness to the head office. 


As I understand it, the ordinary per- 

sonal hold-up policy covers money and 
securities up to $50. Can this be increased 
and if so, on what basis? 
_ There is a provision in the manual for 
increasing the money coverage under a 
personal hold-up policy by the payment 
of a special premium, but the Indepen- 
dence prefers to limit its liability for 
money and. securities to $50. Therefore, 
any increase in this amount would not 
be looked upon with favor. 


Are people residing in apartments en- 
titled to a discount from their burglary 
premium if the doors leading to the ex- 
terior are equipped with any special ap- 
proved lock? 

No. There is no discount for any spe- 
cial lock with which an apartment house 
door may -be equipped, but it is certain 
that a so-called dead lock affords much 
greater protection than a spring lock. 

If the holder of a $50 Weekly Indem- 


‘ 








nity (TAP) policy sustains a fractured 
leg while riding in a taxi-cab and 1s 
token to the hospital and is confined there 
for four weeks, what indemnities would 
he receive? 

While totally disabled $100.00 weekly 
indemnity, and also $50.00 per week while 
in the hospital, and $100.00 for surgical 
attention for fractured leg. In addition 
to the above, indemnity for partial dis- 
ability of $25.00 or $50.00 or $75.00 is 
payable, depending upon the percentage of 
the duties of his occupation he is un- 
able to perform. 


Do you think an agent can profit suf- 
ficiently to pay for his time and efforts 
in soliciting insurance on pressure vessels 
other than steam boilers? 

The necessity for insurance and inspec- 
tions on pressure vessels other than steam 
boilers was further exemplified a few 
days ago when one of our inspection 
staff, in the course of his visit to one 
of our assured’s plants, found that a spe- 
cially designed tank was being installed 
to be used for process purposes. An ex- 
amination of the tank disclosed a weak- 
ness in construction which, if it had not 
been discerned, would, no doubt, have 
been the cause of a violent explosion, 
perhaps the destruction of valuable prop- 
erty, and the loss of lives. 

There are thousands of pressure ves- 
sels in use all over this great country, 
and as there are no laws requiring in- 
spection of these vessels, many of them 
are operated under pressures far in ex- 
cess of what they are designed to carry, 
thus endangering the lives of persons 
coming in contact with them. This is 
especially true regarding pressure vessels 
that are welded by the autogenous weld- 
ing process. The welding is sometimes 
done by persons not thoroughly trained 
in the work and who do not recognize 
the importance of good workmanship; 
furthermore, the metal sometimes used is 
of an inferior quality, all of which con- 
tribute to the danger in operation. There 
is a wide field for operation for a wide- 
awake solicitor for insurance of these 








MORE and MORE 


AGENTS ARE TURNING 
TO THE STANDARD 


And The Reason— 


STANDARD 
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One of the Oldest and 
Casualty and Bonding Companies of America 
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one of the Largest 








lines, and the cost of insurance, bei 
lower than that for steam boiler ing 
ance, should make it a good and profits; 
line to solicit. Frankly, we believe it ey 
tremely worth while for you to gm 
some of your time soliciting this class , 
business, feeling confident that the tip 
spent will repay you. We are looking fy 
ward to the new year with anticipati 
for a good volume of this class cf bys 
ness. May we have the pleasure of yqy 
cooperation ? ; 





RADICAL BILL INTRODUCED 





Cuvillier Bill Affects Those Trading 
Stocks; Of Interest to Bonding 
Companies 

Louis A. Cuvillier, Democrat, Ne 
York City, introduced in the Assembj 
recently a bill providing that eye 
person, co-partnership, association, v0 
untary or incorporated who are men 


bers of any exchange, voluntary associ 
tion or corporation heretofore or her 
after formed or organized, for the pw. 
pose of affording to members or othe 
facilities for dealing or trading i 
stocks, bonds or other securities, or j 
commodities, shall pay an annual liceng 
fee of $500 to the superintendent o 
banks and deposit a bond in the sum 
of $100,000, which bond, in the event ¢ 
failure of such person, co-partnershij 
association voluntary or incorporated ti 
meet their obligations shall be liquidate 
by the attorney-general and the proceei 
applied to pay the debts. 

This bill would affect all members of 
the stock exchange, the cotton exchang 
the produce exchange, the cotton & 
change, the rubber exchange, the cut 
market, and all brokers and dealers i 
securities or commodities who are me 
bers of any sort of a trade associatiot 
It is one of the most radical measuré 
introduced in the New York State legis 
lature since 1913 and if enacted into la 
would compel three or four  thousawl 
brokers in stocks and commodities 4 
purchase bonds of $100,000 each, or: 
aggregate of between three hundred at 
four hundred million dollars. 





F. & D. REGIONAL MEETINGS 


Being Resumed This Year After 
Successful Experience of 1926; 
Objects Explained 
The one-day regional agency meetili 
held last year in branch office term) 
ries by the Fidelity & Deposit provels 
successful that it was decided early t 
year to hold a new series of meetings 
The first group of new mectings W 
held recently in Louisville. _ ttt 
meetings in this group were held i 
month in Charlotte, N. C., Memp 
Tenn., New Orleans, La., Dallas, Te 
Kansas City, Mo., and St. Louis, Mo. 
As before, the objects of these met! 
ings are to give the home oifice mel 
chance to meet the company’s represtt 
tatives face to face, to better familian 
themselves with the problems which ™ 
field men have to solve and to ex?! 
home office methods of underwriting, 
Additional meetings will be held 
ing February and the first part of Mare 





in Columbus, O., Indianapolis, Ins 
Omaha, Nebr., Des Moines, ‘Ja. Chi 
cago, Ill, Milwaukee, Wis., Des 
Mich., Pittsburgh, Pa., Bufialo, N. 


Syracuse, N. Y., Albany, N. Y., Bosttl 
Len Hartford, Conn., and Newa 
‘ta! F 





J. H. SHALE’S MOTHER DIES 


J. Horace Shale, vice-pr¢ sident # 
general, manager, Commercial Cast@l 
who was tendered a dinner recently 
his office associates, is receiving the % 
pathy of Newark casualty men this W 
due to the death of his mother, 
Joanna Shale, last Saturday. 

Mrs. Shale was 77 years old. Funt 
services were held on Tuesday aftem® 
at Mr. Shale’s home in East VU! 
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Direct-By-Mail Is 
Insurance Agent’s Ally 


ACCOMPLISHE HIS PURPOSE 





C. E. Rickerd, Advertising Manager, 
Standard Accident, Says Producer 
Also Must Be Advertised 





Forty years ago the limit of direct 
advertising was governed by the number 
of times the name of the company was 
passed from mouth to mouth. Today, 
three-quarters of advertising appropria- 
tion is is devoted to the highly developed 
form of direct-by-mail advertising. 

In discussing the matter recently, C. 
E. Rickerd, advertising manager of the 
Standard Accident, stated that: 

“While the business of advertising in- 
surance may be similar in some respects 
to the methods used for any nationally 
distributed product or service, still, we 
are confronted with certain problems pe- 
culiar to insurance selling. 

Agent, Company Backbone 

“In the first place we cannot wrap up 
our commodity and pass it over a counter 
to our customers. There is nothing to 
be seen or felt when a purchase is made. 
With few exceptions people do not buy 
insurance in the full sense of the word 
—they are sold on the need for it. This 
brings us to the insurance agent—the 
backbone of the stock company insur- 
ance business. The insurance needs of 
the average person require the personal 
attention of an expert whom the com- 
pany itself cannot possibly furnish. 
Therefore, because good insurance is of 
such a personal nature, it would be un- 
wise to climinate the agent even if such 
a thing were possible. 

“In every community you will see at 
least one insurance agent. Usually that 
agent may have a side line, such as a 
real estate business, yet he is considered 
as the insurance expert by his townspeo- 
ple. It is through him and _no one else 
that insurance must be sold. 

Must Advertise Agent 


“For this reason the insurance com- 
pany must advertise its agents as well 
as the company itself. The average 
prospect does not buy a certain kind of 
insurance because he favors the form 
of amanagement behind it. What he 
really does is to place his confidence in 
the agent, who may be a personal friend 
or acquaintance. It behooves the com- 
pany to advertise its local agents as 
much as possible on this account. 

“Direct mail advertising offers the 
best and most economical means to this 
end. The Standard Accident has found, 
through years of experience, that the use 
of direct mail campaigns accomplish the 
Purpose in a very satisfactory way.” 





$1,000 AUTO ACCIDENT POLICIES 

Following the election of officers of 
the Corry Motor Club, Corry, Pa., the 
oard of governors approved the plan 
to issue a $1,000 automobile accident pol- 
‘ty with each membership, raising the 
dues from $5 to $.50 a year, to take 
Care of the added service. James H. 
Wright has been elected president of 
the organization. 





CELEBRATING 75TH YEAR 
The Egbert F. Ashley Co. of Roches- 


a) 


ter is /S years old this year and is re- 
celving the congratulations of its many 


friends in recognition “of its steady 
ha Che agency has represented the 
tandard Accident for the past 32 years. 


153% Jump in Agency’s 
Account Due to A. Mills 


WIDE-AWAKE TRAVELERS AGENT 





His Progress in Valley Stream, N. Y., 
Lauded by “Protection”; From $50 
to $7,655 in 3 Years 





One of the most wide-awake and ener- 
getic insurance men on Long Island is 
Alonzo Mills, insurance specialist of the 
Mills-Muller Corporation, Valley Stream, 
N. Y., representing the Travelers. Ac- 
ccrding to G. V. Catuna, casualty man- 
ager of the Brooklyn Travelers office, 
this agency’s account has grown from 
$50 to $7,655 in the past three years, due 
to Mr. Mills’ efforts. Writing in a re- 
cent number of “Protection,” Mr. Catuna 
says: 

“The success of Mr. Mills’ effort in 
selling adequate limits is best attested 
by the fact that 93% of all cars placed 
with us carry high limits. Let Mr. Mills 
tell his own story. 

“‘Possibly the only good reason for 
succeeding in selling automobile insur- 
ance in hard work. However, we have 
found some of the following good con- 
tributors to closing contracts and selling 
high limits. 

“We at all times stress the impor- 
tance of liability insurance even where 
the prospects have asked for fire and 
theft rates and specified only their inten- 
tions of taking out this form of cover- 
age. There is somewhat of a selfish mo- 
tive in carrying insurance covering their 
own property, at the same time being re- 
luctant about protecting themselves 
against injury to the other fellow and 
damage to his property. Therefore, if 
you succeed in convincing the client that 
he should have liability and property 
damage insurance the other forms gen- 
erally sell themselves. 


Getting Confidence of Buyer 


“‘Being friendly with garages and 
sales offices helps considerably in putting 
new business on the books. Oftentimes 
it works to one’s advantage to win the 
garage man over to high limits and his 
recommendations goes a long way to 
mold the opinion of the owner of the 
car. This we think is because the auto- 
mobile salesman has already won the 
confidence of the buyer. 

“We consider claim service a big fac- 
tor in building business and we believe 
that an insurance office cooperating with 
claim men reacts to the advantage of the 
agency in the long run. Er ee 

“‘Our big help in selling limits is in 
the form of a small leather loose leaf 
note book in which we paste newspaper 
clippings of excessive verdicts and bring 
these before the public and at the same 
time quote the small additional cost for 
the higher limits. Whenever quoting 


automobile limits by letter we always 
give the cost for possibly ten different 
limits and then in the following para- 
graph stress the small increase in pre- 
mium together with the larger verdicts 
that are now being rendered. 


Believes in Advertising 


“Possibly aside from the fact of the 
newspaper clippings our methods are no 
different than other agents in selling 
automobile insurance. 

“*We might, however, say that we be- 
lieve in newspaper advertising and at- 
tractive window displays. We practice 
both of these religiously. In addition to 
this we issue a post card each month 
which tells about settlements we have 
made and other things of interest. This 
card has a circulation of twenty-seven 
hundred in Valley Stream.’” 





NOW WRITING IN PORTO RICO 





Great American Indemnity Appoints 
D. R. Carrion As Its General 
Agent In San Juan 


Arrangements having been completed 
to qualify the Great American Indemnity 
in Porto Rico, this company has begun 
writing business there through Diego R. 
Carrion, its newly appointed general 
agent. at San Juan. 

Mr. Carrion, who also represents the 
Great American Insurance Company for 
fire lines, is a native of San Juan and for 
many years has been among the most 
prominent and successful insurance men 
in the island. He is also very active in 
civic affairs, having been one of the or- 
ganizers of the radio broadcasting sta- 
tion at San Juan, and is interested in 
various local financial and other enter- 
prises. 

Including Porto Rico, the Great 
American Indemnity is now licensed in 
twenty-seven states and territories. The 
company is steadily increasing its agency 
organization, and many of its representa- 
tives are among the outstanding agents 
of the country. 





Compulsory Auto Bills Called 
“Trial Balloons” by National Body 


The pulse of the National Automobile 
Chamber of Commerce on the subject of 
compulsory automobile insurance is best 
indicated by its recommendation to mo- 
torists that fuller data on this insurance 
should be obtained before they rush 
headlong into a network of complicated 
laws. 

The national body says that bills advo- 
cating compulsory insurance have been 
introduced in 21 of the 42 states whose 
legislatures are now in session. It feels 
that the bill has been introduced in many 
of these states as a “trial balloon” and 
not with any thought that it will be 
adoped. 
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An old progressive casualty company wants a 


MANAGER 


for its 


BURGLARY DEPARTMENT 


Apply to: Box 1057 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 














WANTED 


By large casualty and surety 
company located near New 
York City, an assistant in 
Home Office Agency Depart- 
ment. Both field experience 
and familiarity with Home 
Office routine desirable. State 
age, experience, salary de- 
sired. Confidential. Reply to 


Box 1056, The Eastern Un- 


derwriter, 86 Fulton St., New 
York. 




















A PIONEER IN MEXICO 
Praise for W. B. Woodrow, Retired 
Resident Manager of Maryland 
Casualty in That Country 
The current issue of the “Budget,” 
published by the Maryland Casualty 
lauds the constructive work of William 
B. Woodrow, who was an insurance pi- 
oneer in Mexico and was the company’s 
resident manager in that country up to 
the time of his retirement from active 

business a short time ago. 

The present active head of William B. 
Woodrow Co. in Mexico is his son, Ar- 
thur B. Woodrow, who is successfully 
following in his father’s footsteps. The 
senior Mr. Woodrow still retains his 
title as president of the firm and is now 
living in his country home in Sussex, 
England. 

Among his many activities are the or- 
ganization of the National of Mexico, a 
life Insurance company, and the Anglo- 
American, a general insurance company, 
which are both in a flourishing condition. 
He was also a founder and organizer of 
the British Chamber of Commerce of 
Mexico _ and has been affiliated with 
many civic, social and religious clubs. 





NEW ASS’N. GETS STARTED 





Casualty & Surety Executives’ Group 
Starts Study of Various Bureaus In 
Interest of Increased Efficiency 
The newly formed Association of 
Casualty & Surety Executives, of which 
A. Duncan Reid is chairman, took its 
first important step last week when it 
formed a committee of five to study the 
activities of the various casualty and 
surety organizations which are supported 
by the companies. Charles F. Frizzell, 
vice-president, Indemnity Company of 
North America, is chairman of this 

committee. 

The survey will be made for the pur- 
pose of suggesting methods whereby the 
bureaus may co-operate with each other 
at an increased efficiency and with less 
expense. 





CASUALTY DIVIDEND 
The Commercial Casualty have de- 
clared a quarterly dividend of 5%, pay- 
able March 1, to stockholders of record 
up to February 19, according to an an- 
nouncement made by W. Van Winkle 
vice-president of the company. 





ENTERED IN VIRGINIA 


The Central Surety & Insurance Cor- 
poration of Kansas City has been ad- 
mitted to Virginia. It will have princi- 
pal office at Richmond in charge of 
Bruce Brothers, and will specialize in the 
writing of surety bonds. 
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Lagnappe 


among the merchant folks, of giving with each purchase a 
small gratuity—“an extra bit not charged for.” 








To Mr. Frank W. Meyers, enterprising insurance man of New 
Orleans we are indebted for this interpretation. 


““Lagnappe might mean the little sprigs of parsley that come with the 
vegetables; or, a truculent crab presented to Madame with the big fish bought 
for dinner; perhaps a sweet pepper or so for the salad. But, no matter what 
it was, Madame, who shopped carefully, preferred always to shop where the 
quality was best, and where one received lagnappe.” 


So it is with clients of the National Surety Company and the 
New York Indemnity Company. Custom has prepared them to ex- 
pect with our Bonds and Policies a little extra bit of service than 
is ordinarily obtainable with other bonds or policies. 


EXPECTING it or not, our clients receive it through our wider 
experience in executing bonds and our knowledge of existing con- 
ditions which may affect them. 


Unlike the New Orleans merchant our gratuity to a client ex- 
tends far beyond the time of purchase. Again, we are dissimilar. 
New Orleans folks EXPECT “an extra bit.” Our clients are sold on 
National Surety-New York Indemnity service because we do vari- 
ous things they don’t expect us to do. 


Let us tell you how! Write to either: 
JOHN L. MEE THOMAS L. BEAN 
Vice President and Agency Vice President and Agency 


Superintendent National Surety Supt. New York Indemnity 


National Surety Company 


New York Indemnity Company 
115 Broadway, New York City 


|; —~ | REOLE NEW ORLEANS has a custom, long established 
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Auto Rate-Making 


(Continued from page 34) 


that are needed. Second, they bring 


about a situation where many compa- - 


nies keep their individual experiences on 
acommon basis so that the data of all 
may be pooled together and the entire 
volume used as the basis for predicating 
rates. 

“Thus, in the United States, the casual- 
ty companies which are members of the 
National Bureau, code their business in 
accordance with the bureau’s automobile 
statistical plan and at least once a year 
submit their data to the bureau for com- 
pilation. Likewise, the fire companies 
which are members of the National Auto- 
mobile Underwriters Conference use the 
statistical plan promulgated by that or- 
ganization, and submit to it the data 
called for by the plan.” 


Future May Bring Changes 


Mr. Stellwagen’s opinion as to the fu- 
ture of the statistical plan of rate-mak- 
ing was well expressed when he said: 
‘It is often desirable, especially in the 
case of comparatively new lines of in- 
surance to divorce the statistical require- 
ments from the underwriting require- 
ments and to call for statistics in greater 
refinement than current underwriting 
conditions dictate. 

“For example, there may be today but 
sx or eight territorial schedules from 
the rate standpoint. Who knows but 
that tomorrow will see the necessity for 
twelve or twenty? And if the statisical 
plan is not constructed to anticipate the 
future where will the rate maker turn 
for information to guide him in making 
tates for the newly required schedules? 
The statistical plan must be elastic 
enough to point the way to new and bet- 
ter methods if the present underwriting 
system proves inadequate or actually de- 
velops inequities. 




















“To be sure there is danger in undue 
tdinement. If too many classifications 
be established the statistician becomes 
enmeshed in such a mass of detail that 
it soon becomes impossible for him to 
draw off and file his experience with the 
tating bureau within the required time. 
Furthermore, the data is spread so thin- 
ly over a host of classifications that the 
indications of any one are meaningless. 
So in statistics as in many other things 
ils necessary to steer a middle course 
between the Scylla of rigid simplicity 
and the Charybdis of unwarranted re- 
nement.” 


Other Fundementals Explained 


Mr. Stellwagen then touched upon the 
ompilation of the experience data, ex- 
planing the two methods used—the 
policy year method” and the “calendar 
eat method.” Comparing these meth- 
ils he said: 

“From a technical standpoint it would 
tem that the policy year method has 
—_ ad\ intages over the calendar year 
iethod as a basis for compiling experi- 
“ he policy year method produces 
te definite earned loss cost for any given 
ow of issue; the calendar year method 
oduces only an approximate cost. 
ae premiums calculated on the cal- 
ms tle oe are based on a num- 
ma —_ items involving losses 
ind te x “a e current year’s business 
teins ne _business of each of several 
slediler v« ars. The indications of the 
oa car basis are thrown out of 
ee abnormal increase or de 
ther ‘Alien volume or by any 
tiles” oe developments of the 
ett he also brought out a criticism of 
; y year method which had given 


5 ; : 
We the use of an incomplete policy 


we: en was that under the policy 
Valuated 


hod the experience cannot be 
re until more than twelve months 
ata bee policy year had closed. The 
ther f € incomplete year, on the 
sig how’ ate converted to an earned 

Y applying earned factors to the 






























which, of 
course, are reported on a written basis. 
Rate Making Principles 


premiums and _ exposures, 


Continuing he said: “Two important 
principles inject themselves into the de- 
velopment of rates for automobile insur- 
ance as they do in other lines of insur- 
ance. The first of these principles may 
be stated somewhat as follows: 

“Wherever an individual community 
or classification develops experience of 
deepndable volume, then the rates for 
that community or classification should 
be predicated on its own individual data.’ 

And this principle forces the corollary 
that 

““There is a certain minimum volume 
of data necessary for the establishment 
of individual rates.’ 

“The second principle is concerned 
with the stability of rates and enunciates 
the idea that the rates should follow the 
true normal experience indications of the 
territory or classification and should not 
be violently affected by the change vari- 
ation in experience from one year to an- 
other. 

“In the present stage of the science of 
automobile rate-making both of these 
principles have found a place although 
the principle of stability of rates is not 
ertirely realized in the case of fire and 
theft rates because of the present prac- 
tice of determining the relativities be- 
tween classifications on the basis of only 
one year’s experience. It should be said, 
however, that there are certain practical 
reasons which seem to require the use of 
the experience for but one year—and 
that the latest year—in developing fire 
and theft rates for particular makes of 
cars.” 

Cites Progress of Rate-Making 

Mr. Stellwagen concluded his talk by 
an optimistic prediction for the future. 
He said: “The final chapter on automo- 
bile rate-making has not yet been writ- 
ten. The business has developed so re- 
markably in the last few years that all 
of the hazards of automobile operation 
and ownership have not been definitely 
catalogued and measured. New condi- 
ticns are bound to develop and these will 
require new methods. 

“Tt seems certain that the fundamental 
principles of cost accounting will always 
be applied to the rate-making procedure, 
and the principles of dependable volume 
and stability of rates will continue to ap- 
ply with increasing force. Many things 
remain to be done; for example, an in- 
vestigation should be made of the pos- 
sible variation in the classification rela- 
tivities in individual territories. 

“Unfortunately there is still a disposi- 
tion among some fire insurance compa- 
nies to treat the automobile line as a 
side line—as an incident to the general 
fire business. This is no longer proper 
or practicable; the new wine has burst 
the old bottles. 

“The science of automobile rate-mak- 
ing has advanced considerably in the last 
three or four years. To be sure, auto- 
mobile rates are not yet constructed with 
the precision of mortality tables, and it 
is perhaps for the best that they are not. 
However, it is gratifying to note that 
there is an increasing tendency toward 
statistical methcd and actuarial analysis 
and away from judgment unsupported by 
the facts.” 





COHEN—THAS 

The marriage of Harry Cohen of New 
Yerk City to Miss Theresa Florence 
Thas, of 76 Williams Street, Hartford, 
tcok place recently in New York 
City. The ceremony took place in the 
chapel of the Municipal building. Miss 
Thas was formerly employed by the 
Hartford Accident and Indemnity Co. in 
Hartford. 


AGAINST AUTO “LIFTS” 


The manager of the Automobile Club 
of Missouri advises motorists to ignore 
all pedestrians who request a lift. The 
practice of accommodating ‘“thumb- 
jerkers” has led to many damage suits 
against motorists, he says. 
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The Way of the Bonded 
Transgressor is Doubly Hard 


It used to be the long arm of the law that 
embezzlers feared most. Now it is the long 
arms of the surety companies. 

The police may in time forget the clerk who 
disappears after looting his employer’s bank 
account. But the surety company which 
bonded him, never forgets! Only a few 
weeks ago, for example, one of the FerD’s 
investigators returned from England with 
two embezzlers whose tortuous trail he had 
follo wed for nearly a year. 

That the knowledge of the surety com- 
panies’ policy with respect to embezzlers has 
a salutary effect upon bonded employes, is 
evidenced by the fact that less than 15% of 
the total annual embezzlement losses is 
caused by employes under bond. 


Of course, no-loss-at-all is even better than 
a loss-covered-by-insurance. That is why so 
many business men consider that the moral 

effect of Fidelity Bonds, in itself, is worth 
the premium charged for this coverage. 


FIDELITY AND DEPOSIT 
COMPANY 


of Maryland 


FIDELITY AND 
SURETY BONDS 


BURGLARY 
INSURANCE 


BALTIMORE 


This is a good season for the solicitation 


[? Few Words to Wise Surety Agents: 
of Fidelity Bonds. | 
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FEDERAL SURETY SHOWING 





Tallied Premium Income of $1,600,028; 
Made Satisfactory Adjustment Be- 
tween Surplus and Reserves 
The Federal Surety closed 1926 with 
a net premium income of $1,600,028 as 
contrasted with the previous year’s total 
of $1,217,472. Its admitted assets were 
$2,342,866; capital paid up, $725,000; sur- 
plus over liabilities, $400,000; and sur- 
plus as regards policyholders, $1, 125,000. 
The company calls attention to the fact 
that its annual statement does not re- 
flect the stockholders’ real interest other 
than the item of “surplus as regards 
policyholders” since it is able to list 
aun non-admitted assets to the esti- 
mated extent of $1,160,424, making its 
total estimated stockholders’ equity 

over all liabilities $2,285,424. 

Due to the company ’s increased vol- 
ume last year, it was necessary to make 
an adjustment as between surplus and 
reserves for the end of the year. W. L. 
Taylor, vice-president, sums up this sit- 
uation in his annual report by saying:: 
“Inasmuch as we had a substantial paid 
in cash capital the board of directors 
deemed it advisable to transfer a part of 
such capital to our surplus account. This 
action was ratified by the stockholders in 
a special meeting held December 29, at 
which time $4335,000 was transferred 
from capital to surplus account, thus 
enabling the company to make a most 
attractive financial statement as of De- 
cember 31, and to insure us plenty of 
surplus for the coming year.” 





A NEW CASUALTY COVERAGE 





Electric Current Interruption Insurance 
Explained by Royal Indemnity “Ad- 
visor”; Insures “Use” of Power 
David Black, editor of the Royal In- 
demnity “Advisor,” comments on a new 
form of coverage, called 
rent interruption insurance, 

rent issue. 

Distinguished from use and occupancy 
insurance, this new form is “use” in- 
surance. It insures use of power. 

Electric current interruption insur- 
ance, says Mr. Black, has nothing to 
do with an industry’s own plant troubles, 
but is a disability insurance of power, 
relied upon inside, but furnished from 
outside. 

The new insurance provides a fixed 
sum per hour (in excess of fifteen min- 
utes) during which an insured could not 
receive electric current because of stop- 
page ata public utility power house or 
on its transmission lines. 


electric cur- 
in his cur- 


MAKES NICE SHOWING 





Massachusetts Bonding Increased Both 
Assets and Surplus; Also Added 
$1,000,000 to Capital and Surplus 

J. Patterson, vice-president, Massa- 
chusetts Bonding, reports 1926 as a most 
satisfactory year of progress in a mes- 
sage to the field force. He says in part: 

“During the early part of the year the 
company materially strengthened its 
financial position by adding a million 
dollars both to capital and to net sur- 
plus, the entire two millions having been 
paid in by stockholders in cash. In ad- 
dition to this the total assets of the 
company increased during the year some 
eight hundred ninety-six thousand dol- 
lars,-and the net surplus gained in round 
figures four hundred thirty-seven thou- 
sand. 

“The new financial statement for De- 
cember 31, 1926, shows total assets of 
substantially over thirteen million dollars 
and a surplus to policyholders of up- 
wards of six and one-half millions. In 
two years’ time, counting the additional 
capital and surplus paid in by stockhold- 
ers, the total assets of the company have 
increased approximately one-half, and 
have approximately doubled in the past 
five years. 

“The significant point to this is the 
outstanding evident dependableness of 
the company with which you have your 
business relations and the exceptional 
strength which is back of you in all your 
efforts and undertakings.” 





W. KONAWEL GETS PROMOTION 





Elected Resident Vice-President, Wash- 
ington Fidelity National in New 
Orleans; Big A. & H. Writer 
The Washington Fidelity National of 
Chicago has elected W. Konawel as its 
resident vice-president with headquarters 

in New Orleans, La. 

After having served a very successful 
apprenticeship in the accident and health 
business in the east, Mr. Konawel in 
1911 became associated with the U. S. 
National Life & Casualty, one of the 
predecessors of the Washington Fidelity 
National, as home office representative, 
traveling through the entire south. 

He was then appointed general agent 
in charge of the monthly and commer- 
cial business over a large southern terri- 
tory, centering at New Orleans. Mr. 
Konawel is known as one of the out- 
standing accident and health insurance 
men in the country and has written a 
larger volume of monthly premium pay- 
ment business than any other man con- 
nected with the company. 
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MADE ASS’T. GENERAL COUNSEL 





H. J. Drake Gets Important Post in Met- 
ropolitan Casualty; Formerly Coun- 
sel, N. Y. Insurance Dep’t. 


Hervey J. Drake, of the New York 
law firm of Bonynge & Barker, joined 
the Metropolitan Casualty this week as 
assistant general counsel. Mr. Drake is 
well known in insurance circles, due to 
the fact that he served under Jesse >. 
Phillips, when insurance superintendent, 
as counsel of the New York Insurance 
Department, and remained in that ca- 
pacity under former superintendent, 
Francis R. Stoddard, until 1924. He then 
resigned to enter the practice of law. 

Mr. Drake was born in Brockport, 
N. Y., received his preliminary education 
at the Brockport State Normal School 
and received an LL.B. degree from Cor- 
nell law college in 1904. Immediately 
following his graduation he entered the 
practice of law in Buffalo, N. Y., as a 
member of the firm of Chester, Smith 
and Drake. Im 1915, and again in 1917, 
he was elected to the board of super- 
visions of Erie County, N. Y. 

Insurance and legal journals have pub- 
lished many articles by Mr. Drake on the 
subject of taxation, in which field he is 
a recognized authority. He is a thirty- 
second degree Mason and a member of 
the Bankers Club of America. 


OPENS BRANCH IN OHIO 





Phoenix Indemnity’s New  Clevelanf 

Office in Charge of R. W. Hearne; 

Formerly at Home Office 

The Phoenix Indemnity opened 4 
branch office in Ohio this weck, locatel 
at 325 Bulkley Building, Cleveland. Rob 
ert W. Hearne, who has been connectel 
with the home office staff of the compan 
for the past few years, has been tras 
ferred to this branch as its manager. 

Mr. Hearne is an experienced casual 
man and came to the Phoenix Indemnit 
direct from the New York office of ti 
Zurich. He is thoroughly familiar wi 
the problems of agents and brokers aif 
is expected to measure up to his respo 
sibility in handling the affairs of th 
Cleveland branch. 





The cost of cutting off a thumb { 
heavily upon Lucien L’Homme, direct 
of a pot factory near Nancy, Frant 
January 21, a newspaper has reported. | 
court decided he had voluntarily cut 
his thumb to collect 146,000 francs i 
surance. Instead of collecting a sid 
fortune from the insurance company, t 
claimant was compelled to pay the com 
pany 8,000 francs expenses of the (2 
age suit and to serve three months! 
prison for having amputated his thum 
te defraud.—Royal Indemnity “Advistt 
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; 1 FORMERLY 
\6“'| THE NEW YORK PLATE GLASS 
INSURANCE COMPANY 
1891 CASUALTY INSURANCE a SURET Y BONDS 1927 
RROLL FRENCH resident 
ANNUAL ASTATEMENT. JANUARY 1, 1927 
ASSETS yy r : LIABILITIES $ 917,140.43 
Cash in Banks mndiOMoe 5). <o5:05cic002idducincage resco $ 380,208.69 nearned Premiums .........+-++sseeeseeeseerececsees one: 
Aneteed ‘Tatetent’ . 2 scc.0.op00505 be sahqbateees 87,762.44 Unadjusted Losses ........ssseeeeeeerereee ee ceeereeees oe end 
Dremplsmed Simentinwbeh 5... .- «6c. a cwdacccdeos 452,020.26 Federal and State Taxes .......-+.+eeeeeeeeeeeeeeeeees 000. 
Reinsurance Recoverable 9,609.15 All Other Liabilities ........,.. ccc ee ccc cere rere eeee 154,380.89 
Guaranteed Mortgage Loans . 802,550.00 Voluntary Contingent TROBOEVO 6c ccc ceccccvsenssecccsoce 100,000.00 
Government and State Bonds .............++s0+: 560,500.00 Cash Capital ............0eeeeeeeeeeees = on, cote 2 
Railroad and Other Bonds ............cseeeeeeeeeeeees 1,494,320.00 Net Surplus .......--..s+eeeseeesseeees 2011,712.83 
Railroad and Other Stocks .........cseeeeeee eee ceeeees 668,500.00 Destin ten tia Wily odes ca hdc vans v05bex 3,011,712.83 
$4,405,470.54 $4,405,470.54 
COMPARATIVE STATEMENT OF COMPANY’S PROGRESS 
Net Premium Surplus to 
Assets Premiums Reserve Policy Holders 
it Sree oe $4,405,470.54 $1,834,930.64 $917,140.43 $3,011,712.83 
A 3,270,700.14 1,519,216.84 797,203.63 2,201,188.55 
2,413,918.22 1,359,164.74 680,315.92 1,525,491.83 
2,113,881.51 1,338,058.75 667,178.66 1,250,632.84 
2,001,971.81 1,188,581.86 598,112.75 1,186,435.82 
Home Office Now ‘ine at 80 John Street, New York City 
Metropolitan Office: Gold Street Entrance—Beekman 6360 Brooklyn Office: 92 Clinton Street—Main 3145 
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Lively Gathering of 
Massachusetts Accident 


EW OFFICERS GIVEN OVATION 














Agents in For 2-Day Session Enthusias- 
tic Over 1927 Outlook; Expect to 
Go Over $1,000,000 Mark 





Judging from the enthusiasm displayed 
t the two day agency convention of the 
Massachusetts Accident in Boston last 
iveek, the company is all set to roll up a 


at atisfactory volume of business this year. 
Agents were present from all parts of 
the country, some of whom have repre- 
ented the company for more than thirty 
years. 
One of the pleasing events of the con- 
ction was the tribute in resolution form 
e vhich was paid to G. Leonard McNeill, 


resident of the company, who is now 
howing rapid recovery toward good 
ealth. Those officers of the company 
sho moved up a peg when a series of 
romotions were made last month, were 
also given a pleasant reception by the 
acents present. 

As the official roster now stands, Ches- 
er H. McNeill is vice-president and gen- 
ral manager. He is the son of Presi- 
fient McNeill; joined the company in 
%8; has served as a member of the 
board of directors, assistant claim man- 
ger, counsel and assistant treasurer. 
harles M. Adams is the new vice-presi- 
lent and agency director, who joined the 
ompany shortly after its inception in 
8&3. He served first as manager of the 
lam department and has been agency 
anager since 1910. Walter L. McNeill 
s the new assistant secretary and as- 
stant manager, commercial department. 
le has been in the agency department 
ince 1909. Victor R. Weston, who is the 
¢w manager, commercial department, 
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has served continuously with the com- 
pany since 1906, starting in the claim 
department. 

Other officers include Wesley M. Roe, 
elected manager, ordinary department, 
who has been assistant manager, agency 
department, for the past twenty years; 
George R. Bacon, promoted to treasurer 


and manager, claim department, whose’ 


connection with the company dates back 
to 1905; Miss I. M. Hathaway, who is 
secretary of the company, which position 
she has held for thirty-one years; M. K 
Bishop, who has been promoted to as 
sistant treasurer, having been bookkeep- 
er and cashier since 1910. Mr. Bishop 
will continue his management of these 
departments. All of the official staff with 
the exception of Mr. Bishop and Miss 
Hathaway are members of the board of 
directors. 


Hear From State Officials 


When the convention got into full 
swing, W. O. Richardson, deputy insur- 
ance commissioner of Massachusetts, 
spoke encouragingly to the agents about 
the stability of the company and its rec- 
ord of long service. He expressed his 
utmost confidence in its management and 
wished the new officials every bit of suc- 
cess. 

The luncheon speaker the following 
day was Arthur K. Reading, attorney 
general of Massachusetts, who told the 
convention that he could not lose the 
opportunity of telling them what he 
thought of the company and its manage- 
ment, although he had been swamped 
with invitations to speak at other gather- 
ings which had had to be turned down. 
Mr. Reading is a forceful speaker, whose 
influence in public affairs has been felt 
not only in Massachusetts but through- 
out the New England States. At the 
afternoon session DeWitt H. Stern of 
New York and Carroll Perkins of Grand 
Rapids addressed the meeting. 


1926 Figures Presented 
The financial statement of 1926, which 


was presented to the agents at the con- 
vention, showed that the company’s to- 
tal assets are now $1,246,945 as compared 
with $1,055,809 the previous year; its 
surplus to policyholders, including capi- 
tal stock, is now $500,000 as contracted 
with $450,000 in 1925. An analysis of 
bonds as of December 31, 1926, show the 
total market value to be $1,158,090. The 
ccmpany shows an increase of $50,000 in 
capital stock during 1926. 

The net premium income shows an in- 
crease of $79,300 over the 1925 figure. It 
was $907,633 in 1926 and $828,332 in 1925. 

It was explained that the volume of 
the company slowed up last June when 
it ceased writing non-can policies, renew- 
able for life. New business was slow 
in coming in at first but this condition 
did not last for long.. Business has been 
picking up remarkably lately and the 
January premiums were far in excess of 
December. It was predicted that if the 
present volume continues, the company 
will top the $1,000,000 mark in 1927. 


To Issue Revised Manual Soon 


It was announced at the convention 
that a revised manual, giving full details 
of all the policies in the commercial de- 
partment, will soon be issued. These 
policies are all non-cancellable. 

The company has not raised its rates 
on the $60 policy, providing $20 a week 
indemnity for accident, or illness payable 
from the first day, with $7,500 principal 
sum in the event of accidental death. It 
is understood that other companies have 
raised their rates on this form and are 


getting from $65 to $72.50. 





INDIANA INSURANCE DAY HEAD 


Howe S. Landers, of Indianapolis, as 
vice-president of the Insurance Federa- 
tion of Indiana, automatically becomes 
general chairman of the Indiana Insur- 
ance Day in 1928. Mr. Landers is a 
member of the firm of Landers & 
Landers, managers and adjusters for the 
Metropolitan Casualty in Indiana. 


S. E. THOMPSON NOW A BROKER 





Resigns As Superintendent of Reinsur- 
ance Department of U. S. F. & G. 
Succeeded By Leslie C. Smith 
Samuel E. Thompson has resigned as 
superintendent of the Reinsurance De- 
partment of the U. S. F. & G. to engage 
in the brokerage business in New York. 
Mr. Thompson is one of the younger 
home office veterans, having been in the 
service for 20 years. He takes with him 

the good wishes of all. 

Mr. Thompson has been succeeded as 
superintendent by Leslie C. Smith, con- 
nected with the department for many 
years. 

John T. Marley has been promoted to 
be assistant superintendent of the Fed- 
eral Bond Department. 

Harry Hallam, special agent for the 
last three and a half years at Syracuse, 
has been transferred to Toledo. 





NAT’L COMMERCIAL TITLE DEAL 


An event in Newark financial circles 
last week was the merger of the Home 
Title Guaranty Co., the first company of 
its kind to enter the trust business in 
Newark, with the National Commercial 
Title & Mortgage. The latter company 
was started last year by interests affili- 
ated with the Commercial Casualty and 
Federal Trust and has been going along 
at a good clip. It is expected that the 
merger will give it considerable impetus. 





HONOR FOR CHARLES NIEBLING 


The annual directory of directors of 
Newark banks, mortgage title guaranty 
and insurance companies, published by 
the Newark “Sunday Call” last week, in- 
indicates that Charles Niebling, president 
of the Bankers’ Indemnity, shares high- 
est honors with two other prominent 
Newarkers, for being a director on the 
greatest number of local banks and in- 
surance companies. 
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with basement and sub basement, suitable for filing and storage space. 


86 Fulton Street 


Come to me I have such. 


Any company desiring loft for filing or storing of records— 
Come to me. 


I have such. 


Immediate possession 


Desirable Space to Lease 


_.., Some company, or broker, may require a-grade floor store together 


Elevator service 


Steam heat 


JAMES S. 


Beekman 5541 


SEGRAVE 


82-88 Fulton St., N. Y. City 
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W.R.C. Corson’s Election 
Favorably Received 


HAS PROVEN 





CAPABLE LEADER 


New Head of Hartford Steam Boiler Has 
Jumped From Engineer to Presi- 
dent in Twenty Years 





technical 
experience in 
underwriting 


Backed by a_ substantial 
training and a thorough 
the technique of casualty 
and executive management, William R. 
C. Corson is fully capable of doing jus- 
tice to his new position as president of 
the Hartford Steam Boiler Inspection & 
Insurance Company. He has been with 
the company since 1907 and during the 
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intervening years has served in its engi- 
neering department, then claim adjuster, 
underwriter, assistant secretary, secre- 
tary and vice-president and treasurer. 
Mr. Corson has virtually been the head 
of the company during the long and seri- 
ous illness of Charles S. Blake, now 
chairman of the board. He has received 
the confidence of his fellow officers, all 
of whom look with approval on his pro- 
motion. The news of his election was 
favorably received in Hartford insurance 


circles last week and he has been 
swamped with cong conte 
A native of New York city, Mr. Cor- 


son was graduated from Yale University 
in 1891 with the bachelor of arts degree. 
In spite of his rapid rise in the Hart- 
ford Steam Boiler he has found time to 
serve on numerous boards and to give 
some of his time to public welfare. Right 
now his affiliations include the following: 
Director, Hartford’ Aetna National 
Bank; director, Hartford Steam Boiler ; 
director, Connecticut Mutual Life; direc- 
tor, Hartford County Mutual Fire; trus- 
tee, Watkinson Library of Hartford; di- 
rector, American School for the Deaf, of 
Hartford; trustee, Retreat for Insane; 
associate member, American Institute of 
Electrical Engineering. 


His Fellow Officers 


President Corson has the support of 
the following staff in administering the 
affairs of the company. E. Sidney Ber- 
ry, who heads the list of vice-presidents, 
since 1922 as second vice-president and 
general counsel, has had charge of the 
claim and legal departments and will 
continue in charge. 

Vice-President C. C. Gardiner 
the company in 1894 as an office boy in 
the St. Louis office, became’ manager in 
that city six years later and in 1905 be- 
came manager of the New York depart- 


joined 


‘ment. That department has become so 
dmportant that the Hartford Steam 
Boiler, following the practice of other 


companies, has made its metropolitan 
manager a vice-president. 

Vice-President Graham joined 
Cieveland department in 1906, later 
came manager at Pittsburgh, became 
perintendent of agencies at the home of- 
fice in 1917 and’ in 1922 was elected as- 
sistant secretary. As vice-president he 
will continue to have charge of business 
production and general supervision of the 
field organization. 

Vice-President Jeter joined the com- 
pany as an inspector in 1898. was stead- 
ily advanced and in 1915 was promoted 
to assistant chief engineer. As _ vice- 
president he will have full charge of the 
engineering and inspection departments. 
Mr. Jeter graduated from the Georgia 
School of Technology in 1893. 

Dale F. Reese was graduated from 
Cornell University in 1905 with the de- 
eree of mechanical engineer. In 1906 he 
cntered the employ of the Ocean Acci- 
dent & Guarantee Corporation as an as- 
sistant underwriter in its steam boiler 
department, in 1909 took charge of the 
department and in 1918 became superin- 
tcendent of that company’s engineering 
department, which combined the boiler 
underwriting and inspection  depart- 
ments. - He leaves that position to be- 
come vice-president of the Hartford 
Steam Boiler. 

Harry E. Dart graduated from the 
Massachusetts Institute of Technology in 
1901 and engaged in engineering work. 
In 1913 he became superintendent of the 
consulting engineernig department of the 
Hartford Steam Boiler. He has latterly 
given much attention to underwriting 
matters and for the past four years has 
had general supervision of the company’s 
statistical department. 


the 
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su- 





“FREAK” INSURANCE BILL 


This Measure Introduced in N. Y. Leg- 
islature, Provides Standard Provi- 
sions for Burglary Policies 
A “freak” insurance bill was _ intro- 
duced in the New York Assembly re- 
cently by Meyer Alterman, Democrat, 
representing the 17th district, New York 
ccunty. It adds a new section 107-a, 
providing standard provisions for burg- 
lary policies, etc. The policy written by 
companies under subdivision 5 of section 
76 is now simply filed with the super- 
intendent of insurance and there is no 

standard form provided. 

The principal feature of the amend- 
ment states that where a policy contains 
a provision giving the insurance carrier 
the right to examine the assured, or a 
member of his family, or an employee, 
whether the examination is in the form 
of a questionnaire, or blank of the in- 
surance carrier, or reduced to writing 
and signed by the person so examined, 
and when so signed to become a part of 
the proof of loss or damage, provision 
shall also be made for delivering to the 
assured a copy of such questionnaire or 
blank so filled out and signed or such 
testimony so taken and signed; and in 
the event such copy be not delivered to 
the assured, the signed statement, ques- 
tionnaire or evidence may not be used 
by the insurance carrier as a part of the 
proof of loss or damage. 


GET OFF TO GOOD START 

If the volume of business written last 
month by the Fidelity & Deposit’s field 
forces may be taken as an indication 
of their intentions for the rest of the 
year, then 1927 is going to be an extra- 
ordinarily successful year for the com- 
pany. 

Net premiums in January were $1,229,- 
287, an increase of nearly $50,000 over 
the best previous single month’s vol- 
time, and an increase of more than $130,- 
000 over January, 1926. 








GROUNDS FOR COMPLAINT 

“T ’ear Bill ’Awkins is suin’ the com- 
panv fer damages.” 

“Why, wot ’ave they done to ’im?” 

“They blew the quittin’ whistle when 
*e was carryin’ a "heavy bit o’ wood an’ 
’e dropped it on is foot.’—London 
Opinion. 


Missouri “Comp” Rate 
Reductions Accepted 


COMPANIES SUBMIT TO THEM 


Willing to Make Experiment; Under- 
writers Privileged to Get Higher 
Rates If Assured Will Pay 


Virtually all of the liability insurance 
companies operating in Missouri and 
writing workmen’s compensation insur- 
ance have agreed to accept the reduced 
rate schedule proclaimed by Ben C. 
Hyde, State Superintendent of Insurance 
at Jefferson City, Mo., on January 14. 

Superintendent Hyde’s rates, which 
covered the 94 principal classifications 
under the new law, were on the average 
19.7% below the tentative schedule pre- 
viously submitted by the National. Coun- 
cil on Compensation Insurance. 

The companies have adopted a policy 
of passive submission and are accepting 
workmen compensation applications from 
clients, but no company has launched a 
very active campaign for new business. 
The companies generally do not expect 
to make any money in Missouri under 
the new law, but they are willing to ex- 
periment with Superintendent Hyde’s 
rates for a year or so. 

In the meantime a special committee 
of the Associated Industries of Missouri 
has been studying a proposition for the 
association to form a mutual liability in- 
surance company to furnish compensa- 
tion coverage to members of the organi- 
zation. The committee has retained an 
actuary to survey the situation and make 
a report on the feasibility of forming 
such a company. It has been suggested 
that the mutual company be capitalized 
for $250,000 and carry a surplus of $125,- 
000. It would limit its insurance to mem- 
bers of the association, and would en- 
deavor to furnish insurance at cost. 

As has been printed the rates pro- 
nounced by Mr. Hyde are the minimum 
that may be charged by the companies 
and the underwriters are privileged to 
obtain high rates for the different clas- 
sifications if the assured is willing to pay 
higher rates. There is a bill now pend- 
ing before the Missouri General Assem- 
bly providing for the creation of an ex- 
clusive state fund for workmen compen- 
sation insurance. 





CASE SETTLED OUT OF COURT 


Litigation Over 375 Shares Indemnity 
Co. of America Cleared; Thompson 
Sells Them to Lemp 


With the purchase by Charles A. Lemp 
of the 375 shares of stock of the Indem- 
nity Company of America held by Earl 
C. Thompson, former vice-president and 
general manager of the company, the liti- 
gation involving the stock was settled out 
of court. 

The terms of the settlement have not 
been revealed, but it is said to have been 
on _a compromise basis. 

Thompson in announcing the sale of 
his stock to Lemp stated that he would 
devote all of his time to the Common- 
wealth Insurance Agency of which he is 
president. Charles A. Lemp is_ vice- 
president of the agency, F. F. David, sec- 
retary, and William J. Lemp, treasurer. 
Charles A. Lemp is also president of the 
Indemnity Company of America, F. F. 
David, vice-president; William J. Lemp, 
vice-president and treasurer; S. G. 
Parks, secretary, and Arch Hotchkiss, 
assistant secretary. 

The executive committee composed of 
the two Lemps and David has assumed 
Thompson’s former duties as general 
manager of the company. 





DINNER TO J. S. ROWE 

\ dinner in honor of T. Scofield Rowe, 
president of the Metropolitan Casualty, 
was given at the serge’ League Club, 
Chicago, on February 11, by the staff 
of Slipner & Finnegan, St Illinois 
managers for the Metropolitan, and was 
attended by some fifty members of the 
office staff and invited guests. 


J.C. French Optimistic 
For 1927 Growth in P. 


DEPENDS ON BUILDING PROGR 


Reports Healthy Progress of N, ¥ 
sualty Premium Volume From 


$1,519,216 to $1,834,930 


J. Carroll French, i of thy 
New York Casualty, reports again thi 
year that the progress of Bic compa 
was most satisfactory in 1926, having 
made a conservative jump in premiuny 
from $1,519,216 in 1925 to $1 834,930 lag 
year. This growth is entirely in keg 
ing with Mr. French’s policy for gradu 
expansion in casualty and surety ling 
no attempt being made to write a larg 
volume of business. 

Mr. French feels generally optimisi 
as to plate glass volume in 1927, in whi 
line the New York Casualty is a leade 
He said this week that the outlook { 
an increase in premiums in this line fy 
1927 appeared to be as there was evey 
indication of continued activity in th 
construction of business _ building 
throughout the country. Asked abo 
the Florida hurricane, he stated that hi 
company was only slightly affected byi 
because of its restricted volume in th 
state. 


How the Company Stands 


A total of $4,405,470 in assets is report 
ed by the New York Casualty this yed 
as compared with $3,270,700 a year a 
After making liberal provision for 
liabilities, including $917,140 for uneare 
premiums and setting up a voluntary cet 
tingent reserve of $100,000, the compan 
shows a net surplus of $2,011,712. Thi 
together with its capital of $1,000 
gives a surplus to policyholders 4 
$3,011,712. 

It is interesting to note in this conned 
tion that the net surplus is nearly Iff 
greater than the company’s ne premit 
writings for 1926, thus indicating its sit 
stantial position. 





MAKES 1927 CASUALTY CLUB 





H. W. Prafcke, of the Travelers, Fi 
to Qualify for Burglary 
Producers’ Club 
Herbert W. Prafcke, of the A 
Prafcke & Son Agency of the Travel 
Streator, Ill, recently qualified for # 
1927 burglary producers club, thus wi 
ning the distinction of being first 


qualify for any of the 1927 castial 
clubs. 
Mr. Prafcke, because of his soul 


knowledge of the insurance business, 4 
ceeded in saving a bank he had solicit 
something like $500 in premium Se wal 


ing excess insurance over the D 
bond for $50,000 now in force. This 4 
ing was not emphasized by any % 


insurance agent; and it came as sue 
surprise to the ‘bankers that they “4 
sulted an attorney before accepting 
confirmation from the hom. office # 
the reduced rate. The securing of! 


business qualified Mr. Praicke fot 
Casualty Club. 

The Prafckes are known in Streatot 
“High Limit Prafckes,” because of 


high automobile limits ‘they write. 
claim to hold the record in this re 
in the United States. This agency’ 
the reputation in casualty insurance” 
cles of being soind and s nsible ins 
ance advisers. Their word is said 
always dependable. 





MOVES TO HOME OFFICE 
Austin Howard Geiselman, Jt 4 
has been representing the Fidelity 

Deposit in New Jersey, is now conne 
with the home office at Baltimore "i 
judicial department. Mr. Geiselmat 
been with the company since 1921 8 F 
he began as assistant attorney ea 
juster at Boston. He was in ao 
the claim and inspection departme 


Newark for the past two years: 
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